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WHAT SILVERWARE 
will women Duy in 


THousanpbs of women 
bought 1847 Rogers Bros. Silverplate 
in the great “Bring Your Table 
Up-To-Date” Sale. 


These women and thousands 
of others who received Christmas 
gifts of money—even though in 
smaller amounts than usual—are 
live prospects for fancy and serving 


pieces, especially in view of the 
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LEADERSHIP FOR 
1847 ROGERS — 





growing vogue of Bridge and Buffet 
Luncheons. 


A research bureau recently asked 
2,479 women “If you were buying a 
new set of silverware today, what 
brand do you think you would buy?” 


The answers indicate a ratio of 
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three for 1847 Rogers Bros. Silver- 
plate to one for the next brand most 
frequently mentioned. 

Supreme quality—pattern popu- 
larity—aggressive advertising and 
merchandising account for this lead- 
ership of 1847 Rogers Bros. 





The mark of the International 
Silver Company — the world’s 
largest manufacturer of sil- 
verware — the world’s larg- 
est advertiser of silverware. 
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Mnelty speaking, 
we would think that 1932 and the 
previous two years should have 
taught the credit man the difference 
between assets and actual assets; be- 
tween that which has value under 
certain conditions and that which has 
an equally stable value at all times,” 
said Gus Cohen, credit manager of 
Linz Bros., in a recent address on 
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“What Has 1932 Taught Us About 
Credits?” 

“The merchant has learned that 
it is unwise for the customer to 
mortgage his future too far in ad- 
vance. Conditions which now con- 
front us might overtake him and then 
both customer and merchant are in 
bad shape, unless one or the other, or 
both, has harbored a reserve to ride 
over the bad period. Conversely, the 
customer has learned that he should 
have known better than to be per- 
suaded to buy everything he wanted, 
whether he needed it or not. . . . 

“Conditions of 1932 have obviously 
brought to our understanding the 
marked effect of character and ability 
upon the credit standing of the cus- 
tomer, the value of encouraging the 
man who can meet emergencies and 
continue to realize something on his 
work or his assets, in contrast with 
the man who, even with greater assets 
and greater liabilities, allows things 
to take their course. 

“The past year should have taught 
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us that stereotyped methods in ex- 
tending credit and collections have 
had their day; that the credit man 
must make an analysis, great or small, 
of every individual case; know not 
only the assets, but the possibilities of 
the debtor and more than ever the 
particular way he may be approached 
to make him loosen up.” 


q+ ¢ 4 
om the title 
“Why Buck the Tide?” R. W. 


Kimberlin, merchandise manager of 
the Graybar Electric Co., San Fran- 
cisco, in a recent issue of Telechroni- 
cle, analyzes some of the experiences 
that our leading merchandisers have 
had with cheap electric clocks. He is 
referring to products whose main 
qualification seems to be low list price. 
He says: 

“The following figures are accurate, 
and were compiled by the manager of 
one of our leading mercantile establish- 
ments, who is a thorough student of the 
merchandise he sells. 

“Clock #A—was sold at retail for 
$1.95. 

“One hundred clocks were sold, of 
which 73 were returned as defective or 
unsatisfactory within four months after 
they were sold. 

“Clock #B—Retail price $1.65. 

“Eighty were sold of which 44 came 
back in one week. 

“Clock #C—Retail price $1.00. 

“Two hundred sold—65 returned in 
two weeks. 

“Clock #D—Retail price $2.35. 

“Returns averaged one-third of total 
number sold. 

“Of these clocks returned, the manu- 
facturer refused to allow the dealers’ 
claim on over half of them, and made 
a charge averaging $.75 per clock for 
servicing them. In all cases the dealers 
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had to stand the transportation charges 
on the defective clocks. 

“It is interesting to note that one of 
the clocks that gave the most trouble, 
carried a 25-year guarantee!” 

The moral of the above is obvious to 
those who consider the expense and grief 
to which merchants handling these clocks 
are put, to say nothing of the ill-will 







4 THE 


BEST 
ELECTRIC 
CLOCKS 























created with many customers who had 
returned them. 
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[, a discussion of 
federal sales taxes before the annual 
convention of the National Associa- 
tion of Manufacturers in New York, 
recently Meyer D. Rothschild, presi- 
dent of the American Jewelers Pro- 
tective Association, offered seven sug- 
gestions which should guide intelli- 
gent legislation in the enactment of 
any sales tax, viz: 


1—A Federal sales tax should be at a 
low rate and never over 1 per cent. 

2—Such a tax should be imposed on 
all sales of merchandise, and busi- 
ness survices. 

3—The tax should be easy and inex- 
pensive to administer. 

4—The tax should not discriminate 
against, or adversely affect, any 
group in industry. 

5—The tax should be so levied that 
the entire tax content of every sale 
goes to the government. 

6—The tax should be so certain of col- 
lection that tax avoidance will be 
impossible, and tax evasion easily 
discoverable by the government. 

7—The tax should produce the re- 
quired revenue. 


“The so-called Manufacturers’ Ex- 





cise Tax,” said Mr. Rothschild, “does 
not meet there requirements. <A gen- 
eral turnover tax meets every one of 
them.” 
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jm exhibition of diamond 


ornaments by Mlle. Gabrielle Chanel 
at the Rue Faubourg St. Honore, 
Paris, has excited interest and com- 
ment not only in the French capital, 
but in this country. In referring to 
it, Raymond G. Carroll in a copy- 
right dispatch to the New York 
Evening Post said: “The anomaly of 
holding such an exhibition as Mlle. 
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Chanel presented during a period of 
economic depression is more apparent 
than real. The records of the last 
three years in Paris show that if the 
value of the artistically or intrinsically 
second rate has diminished almost to 
the vanishing point, the demand for 
objects of first-rate merit has de- 
creased but slightly. The collector 
(whether he be book, furniture, art 
or stamps) has not disappeared. He 
does demand more assured value for 
his money.” 

And this correspondent goes on to 
say that jewelry, according to Mlle. 
Chanel, should be genuine and should 
harmonize with the rest of the toilette. 
She selected diamonds because they 
represented the great value in the 
smallest compass and they “also sym- 
bolize a reaction against the imitation 
jewelry which is seen everywhere and 
has now ceased to have any real 
effect.” 
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p opular as the wrist watch 


continues to be with men in various 
walks of life, there are some voca- 
tions in which it apparently will not 
supplant the pocket watch either now 


or in the future. Among these are 
the railways services, whose employes 
still wear the pocket watch under 
orders of the company officials. 
Referring to a recent Associated 
Press dispatch to the effect that the 
United Electric Railways Co. of 
Providence had ordered 750 bus and 
street car operators to cease wearing 
wrist watches, Alonzo R. Williams, 


vice-president and general manager of 
the company said that the order did 
affect but four of the employes and 
not 750, as all but these four were 
using pocket watches. 

“We have long had a rule in our 
‘rule book’ requiring employes to carry 
standard pocket watches and to check 
them each morning with our clocks. 
The reason we do not permit wrist 
watches to be used is because they are 
not always absolutely reliable. Even 
some of those priced as high as $750 
cannot compare with the timekeeping 
qualities of some good pocket watches. 
This we have found by experience 
and we are sticking to pocket watches 
as a result. What we in the trans- 
portation field require is correctness 
of time rather than style, appearance 
or convenience.” 

It is conditions such as cited by 
Mr. Williams on which jewelers can 
rely for a steady demand for pocket 
watches for many years to come. 
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Tae report of DeBeers 
(DeBeers Consolidated Mines, 
Ltd.)” for the fiscal year ended June 
30 is a much more encouraging docu- 
ment than was generally expected, 
for the period covered by the accounts 
was abnormally difficult,” says the 
African World. “Owing to the 
world-wide depression, the demand 
for stones was steadily decreasing but 
the directors were reluctant to close 
down mining operations in the hope 
that the Union Government would 
cooperate in restricting production and 
sO maintain prices—a necessary basis 
for retaining and maintaining the con- 
fidence of the trade. * * * The neces- 
sity of conserving the financial re- 
sources of the company necessitated 
the suspension of productive opera- 
tions at the end of March 1. Under the 
extremely difficult circumstances the 
Board is to be congratulated that the 
loss for the year amounted to no more 
than £142,480, an amount which does 
not seriously impoverish the financial 
resources of the undertaking, but, of 
course, would have become increas- 
ingly serious had operations not been 
brought to a close. The position of 
the industry has been substantially im- 
proved by the recent agreements made 
with Angola and Belgian Congo pro- 
ducers who, in agreeing to limit out- 
puts have served not only their own 
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interests but have helped in securing 
stability for the industry.” 
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a speaking on 
“Policies Which Prevent Price Cut. 
ting” Cecil Smith, managing director 
of Yardley & Co., recently referred 
to the ethical question involved, say- 
ing: 

“Has the manufacturer a moral 
right to sit by and take no action 
while some of his customers use his 
advertising and reputation to attract 
the public to their stores? Their false 
action in making his well-known 
article a ‘loss leader’ must be bal- 
anced at the same time by excessive 
profit on other goods. 

“Price-cutting succeeds only while 
the other dealer permits himself to 
be undersold, and this he never does 
for long. In the end, all stores, 
whether they want to or not, are 
selling the price-cut item at no profit, 
and getting no advertisement for their 
stores while doing so. The manufac- 
turer now can save himself only by 
sheer advertising—he has no good-will 
with the trade and can market new 
lines only by dint of heavy advertising, 
and woe betide him when the public 
tires of his goods, as sooner or later it 
always does. Many apparently suc- 
cessful concerns accept these condi- 


tions and gamble accordingly. It can 
be only a gamble—the gamble of 
staking your advertising money 
against trade ill-will, but in our view, 
it is an unnecessary one.” 


q+ ¢ 4 
As the last issue 


of THE JEWELERS’ CIRCULAR went 
to press there passed away at Dead- 
wood, So. Dak., a man who had built 
up a unique business and who had 
become known to jewelers and col- 
lectors of minerals and _ curios 
throughout the entire nation. L. W. 
Stilwell, whose name has appeared 
in the advertising columns of THE 
JEWELERS’ CiRCULAR for over three- 
score years, was known everywhere 
in our trade throughout the country 
as headquarters for Elk teeth, scenic 
moss agate and similar articles. But 
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he had also built up a large business 
in other lines, having had seven or 
eight different departments, such as 
Indian bead work, flint arrow heads, 
ancient stone relics, blankets, baskets 
and jewelry, in addition to his elk 
teeth and cut and uncut gems. A 
native of Syracuse, N. Y., he went 
to the Black Hills in 1879 and for 
half a century had devoted himself to 
the same line, selling out his business 
a few months ago. At the time of his 
death he had passed his 88th mile- 
stone. 
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is the curse of business. It is the 
real cause of the depression,” accord- 
ing to Howard Carpenter, sometimes 
referred to as the “Will Rogers of the 
Jewelry Trade.” 

“Think it over. From the boot- 
black to the high contracting parties 
in the League of Nations everybody 
has been buying things for which they 
could not pay. The bootblack is be- 
hind on his installments for his dia- 
mond ring, wrist watch and runabout, 
and the nations are hinting cancella- 
tion of debts so they can buy more 
warships, airplanes and other de- 
structive playthings. They suggest so 








many altruistic activities for Uncle 
Sam that it will be necessary, in case 
he takes over the job of toting the 
world, to change his name to Uncle 
Atlas. 

“The world must get out of the 
red. Must learn that the only proper 
basis for credit is the ability to pay, 
and not the ingenuity to buy, sell or 
postpone.” 
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4d 
Bhe regulating of 


the price of a standard advertised 
article is up to the manufacturer,” 
said G. E. Herring president of the 
Associated Silver Co., recently. “Price 
cutting can in most instances be 
eliminated by the manufacturer who 
wants to stop it but particularly so 
if he sells direct to the retailer. As 
far as the jewelry trade is concerned, 
it makes no difference whether the 
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manufacturer also sells to the depart- 
ment stores or exclusively to retail 
jewelers, he can exercise the same con- 
trol for his product and get as much 
cooperation from one as from the 
other in maintaining price. This we 
have proved by our own experience. 
We have made thousand of sales of 
our product to all the leading depart- 
ment stores of the country for more 
than three years and in that time 
have not had one case where the 
price has been cut by any of them. 
But this is because we have followed 
a policy that every manufacturer can 
follow ; namely, we have told the buy- 
ers that if they made one cut they 
were “out” as far as we were con- 
cerned and we got the universal as- 
surance that they had no desire to cut 
their profit and would not do so as 
long as other houses did not. Of 
course, to maintain a proper price a 
manufacturer must set a figure that is 
both reasonable to the public and. af- 
ford a proper profit to the distributor 
and also he must restrict his sales to 
the right kind of houses. In such 
cases, price can be maintained. I be- 
lieve that the desire for mass produc- 
tion and large sales volume is respon- 
sible for most of the price cutting of 
standard articles that manufacturers 
say they cannot control.” 


q+ ¢ ¢ 


4d 
No matter how diligent 
a merchant may be in collecting his 
accounts, his bad debt loss will be too 
high if he is lax in extending credit,” 
says H. R. Doering in the first of a 
series of articles on “Retail Credit 
and Collection Strategy,” which’ he 
has written for the Retail Bulletin of 
the University of Wisconsin. “A col- 
lection plan very carefully executed 
cannot take the place of sound credit 
extension policies. A considerable 
proportion of the ‘bad’ accounts on 
the books of many merchants should 
never have received credit. Fewer 
complaints would be heard about 
‘poor collections’ if merchants would 
spend one-tenth as much time gather- 
ing credit information as they fre- 
quently spend in running down ‘dead- 
beats.’ In short, the collection ground- 
work should be laid before credit is 

extended.” 
Prof. Doering goes on to state that 
nearly half this country’s retail busi- 
ness is done on a cash basis, but adds: 
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“When a retailer extends credit, he 
adds to the role of merchandiser the 
role of banker. In fact, he lends his 
capital or credit to his customers.” 
And he later says, that like a banker 
he is justified in being careful when 
he extends credit. The customer 
should be willing, therefore, to be 
subjected to a careful credit investiga- 
tion. He should regard his charge 
account as a mark of distinction, for 
the retailer puts his stamp of approval 
on a customer’s honesty and honor 
“when he gives him credit.” 
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4d | ’ 
honestly believe 
that the day will come when a banker 
will ask his applicant for a loan, ‘are 
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you or are you not a member of your 


trade association?’” Thus speaks 
Shirley E. Haas, in his article on 
“The New Competition” in the No- 
vember issue of Credit and Financial 
Management and he goes on: “In 
other words, they will want to know 
if the applicant is trying to operate 
alone in this age of intensive compe- 
tition or if he is enlisting the aid of 
his co-partners in business. Policies 
that were ethical in pioneering times 
are obsolete today. They can only be 
eliminated by a group program or 
group action. The new competition as 
I see it has pitted industry against in- 
dustry and community against com- 
munity.” 

Mr. Haas has pointed out what 
jewelers generally are beginning to 
fully realize, that in the fight of in- 
dustry against industry, research and 
advertising are the two forces we 
must invoke to maintain our position, 
and adds: 

“As stated many times before, re- 
search work and publicity are beyond 
our pale individually. It would cost 
us too much to carry on these activi- 
ties as individual firms but the cost 
would be very little if done on a col- 
lective basis. 

“Trade associations are the ones to 
do these two things. The day has 
come that you as individuals must sup- 
port your trade bodies.” 





A perpetual inventory 
system to start out the New Year. Many jewelers could 
use one similar to that of the Stark & Knobla jewelry 
store at 3701 North Ave., Milwaukee, Wis. It is a simple 
system, based on the experience of the store’s executive 
personnel, Ray T. Stark and Oscar H. Knobla. It elim- 
inates the need of sales by regulating buying and prevent- 
ing an overload of merchandise, and it automatically 
analyzes the condition of the store’s business. 

It consists merely of a simple set of cards, upon which 
daily entries are made. And when the entries are made 
Mr. Jeweler finds himself in possession of a considerable 
number of straight facts relating to his business.. He 
knows just how much stock he has on hand, he knows the 
cost of doing business each day, he knows how much 
money has been taken in, he knows what priced articles 
in certain lines are selling and what articles sold best dur- 
ing certain months. In short, he has a real sales analysis 
giving a complete history of each sale made. 

This is how the plan works. Suppose a salesman comes 
in and sells Mr. Stark an electric clock. Excellent. 
Mr. Stark will take out his stock record card, as soon as 
the invoice for the merchandise comes in, and make an 
entry. (See illustration No. 1.) First, a description of 
the clock; second, the place from which it was purchased ; 
third, the invoice date; fourth, the parts number; fifth, 
the quantity, and sixth, the cost of the clock. The card 
is put into the file under a sub-title, “Clock.” 

Several days later Mrs. Jones, a customer, comes into 
the store. She is met by a courteous salesman, and in due 
time she has purchased the clock for $25. He makes out a 
sales slip (see illustration No. 2), on which he enters the 
parts number corresponding with the stock record card, 
and also records, of course, the retail price to Mrs. Jones 
of the clock. This sales slip is made out in duplicate, one 
of which is given to Mrs. Jones, and the carbon of which 
is given to Mr. Stark. 

That evening an entry is made on the original stock 
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ILLUSTRATION NO. 1 


Stock record card, showing description 
of merchandise—from whom purchased 
—date of invoice—parts number—the 
quantity—quantity bought—quantity 
sold—cost—retail price—remarks. This 
information is entered on stock record. 
The card is filed under sub-title clocks. 
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ILLUSTRATION NO, 2 


Sales slip with name and address of 
customer—parts number—date of sale 
—article sold—retail price. 
is used for posting information on 
stock record card. Original is given 

to customer. 
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Start the new year with a complete record system 
of your business. If you are to make a profit you 
must have an intimate knowledge of every detail 
of store operation. Without records and systems 
management becomes a matter of guess. 

Volume and profits can only be expanded during 
the coming year through efficiency in buying and 
selling and without taking losses on obsolete 
merchandise. Many of these problems can be 
partially solved with this simple method of stock 
control. 

With a simple set of record cards, Stark & 
Knobla, Milwaukee, Wis., have devised a perpetual 
inventory system that prevents overloading of 
stocks, regulates buying and analyzes the condition 
of the store’s business. 

This article written from an interview with 
practical jewelers is a step in the direction of 
better jewelry store management. 
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record card, showing that the clock was sold for $25, 
together with any data which may be of special value for 
the record. The stock record is complete! 

The proprietors need only to look at the card to know 
just what has or what has not been sold, at how much 
profit, how many more are left in stock, and how long 
it was on the shelves before it was sold. Furthermore, by 
glancing down the column which shows the retail price, 
they can tell what priced items are selling best in that 
department of the store. 

Separate records are kept for rings, for watches, for 
silverware, and for all the other general items that are 
kept in stock. When diamond rings are sold, an especially 
complete record is kept, with data under “remarks” show- 
ing the name and address of the customer, date of pur- 
chase, whether it was a cash or charge, and any other in- 
formation which may be of importance. 
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SYSTEM TO START NEW YEAR 





ATTRACTIVE STORE FRONT OF STARK & KNOBLA, MILWAUKEE, WIS. 


“This all sounds like a tremendous amount of work,” 
said Mr. Stark, who has complete charge of the stock 
records of the concern. “On the contrary, it is extremely 
simple. In a large jewelry store, any competent clerk 
could do the work; in a jewelry store of our size, how- 
ever, we prefer to handle this work ourselves, for it gives 
us a picture of our business. We know what we are doing 
and where we are going, and we know each night whether 
or not we have done a good day’s business.” 

The simplicity of getting a monthly inventory from the 
daily stock record is explained in detail by Mr. Stark. He 
has a plain composition book—any kind will do, he ex- 
plains. He rules it off into columns. One column contains 
the daily inventory, with charges and cash purchases 
separated. These are totaled at the end of the month. 
To the inventory for the first of the month are added the 
total purchases, and from this are subtracted the total 
costs. The remainder is the inventory for the next month. 

“It is impossible to realize the simplicity of the plan 
until you try it yourself,” Mr. Stark explains. “It can be 
altered to fit the individual needs of any jewelry estab- 
lishment, and we have found it invaluable to us. The 
plan was outlined to me by a manufacturer-friend, who 
was using a similar simple plan in his business. He made 
a rough sketch for me, and we have been using it ever 
since—for ten years.” 

Experience has taught the proprietors of the Stark & 
Knobla jewelry store that it is unwise to try to hold sales. 
The reaction to the few small sales held as experiments 
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was anything but satisfactory, according to Mr. Stark. 

“Now, when we get stuck with an article that doesn’t 
move we mark it down and say nothing about it,” said 
Mr. Stark. “Oftentimes we find the old merchandise sells 
the new merchandise because it offers a comparison that 
is invariably favorable to the new items. 

“It isn’t necessary for the average jeweler to hold sales 
if he doesn’t overload on stock. And as the average jeweler 
is not after volume business, but is trying to work up a 
clientele that will keep him in business over a period of 
years, there is no reason why he should overload on stock. 
And to prevent himself from overloading, he should have 
some form of perpetual inventory, the simpler, the better.” 

That is Mr. Stark’s story, and he will “stick to it,” as 
the saying goes. And it may be mentioned in passing, that 
the Stark & Knobla jewelry store carries all restricted 
lines which, in the opinion of Mr. Stark, are “the only 
salvation of the jeweler today.” 

“The jeweler today cannot do business with any but 
the best houses,” Mr. Stark points out. “And it is an- 
other point for the legitimate jeweler to remember with 
regard to conducting sales—the best houses will refuse to 
sell a jeweler who is continually overloading and cutting 
prices on merchandise.” 

Mr. Stark and Mr. Knobla bought the interest of 
Henry Oberst, in the present jewelry business, then 
located at 35th and North Ave., in 1923. A while ago 
the company moved to its present establishment at 37th 
and North Ave. 











How Should | Hold an Auction? 











Mr. Drosten Says: 


“It was the consensus of opinion that 95 per cent of 
the attendants of the auction were never the patrons of 
any of the six stores. The keynote sounded at the 
beginning of the auction, as well as all through it, was 
that all must be satisfied or money refunded; not more 
than seven or eight refunds totaling less than $500 were 
made during the five weeks of the auction. Great care 
must be taken that every transaction is properly handled 
so as to prevent it being a failure or evilly spoken about. 
It is surprising to note the different classes of people in a 
majority of cases who frequent the day sale as compared 








with the evening affair.” 











WILLIAM G. DROSTEN 


3 conditions require 
unusual remedies to meet them. The abnormal drop in 
business in the last two years has caused many jewelers 
to think about auction sales—jewelers by whom ordinarily 
this subject would never be considered. And there will 
be probably many more sales among the fine stores during 
the first part of 1933 than have occurred at any time 
in the past. 

To the jeweler who has never had an auction, such 
a sale seems fraught with serious possibilities. He does 
not know what he is in for; what the advantages or 
what the troubles that may ensue. He has heard of 
sales that have proved most successful and others which 
have made the dealer who had them wish he had never 
tried the experiment. 

What are the factors that have prompted the former 
and injured the latter? ‘These, he does not know and is 
anxious to learn about before coming to a decision. 
Where can he get them and how? 

To meet his dilemma, THE JEWELERS’ CIRCULAR has 
requested two eminent men of both sides of the auction 
proposition (the auctioneer, and the man who has held 
an auction), to express their views as to what is necessary 
to conduct a successful sale—necessary in the way of 
protecting the retailer’s prestige, overcoming the opposi- 
tion of the local legitimate competitors and also of the 
resistance of regular customers to auctions. In other 
words, how can he conduct the legitimate auction with 
minimum harm to his industry, himself, his reputation 
and his future business and, at the same time, get rid of 
the stock that is acting as a dead weight upon his shelves 
and a hindrance to his progress. 

We hope the suggestions made by Mr. Hand from an 
auctioneer’s standpoint and by Mr. Drosten from the 
retail jewelers’ side may help in solving the problem. 
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THE JEWELER 


“THE JEWELERS CIRCULAR asked me to give my views 
regarding the group auction in which six leading St. 
Louis jewelers participated and of which I was made 
chairman. Space allotted will enable me to only hit the 
high spots. The present depression has brought to light 
the real necessity for collective efforts. 

“The majority of jewelers throughout the country 
were caught with an untold amount of high priced goods 
when the depression set in. The prediction of our so- 
called business leaders who foretold that 10 or 12 months 
would see the end of our trouble and who were 100 per 
cent wrong, caused many a jeweler to believe that he 
could weather this business storm without using any un- 
usual sales method. We are now in the 38th month of 
this sad condition, and the outlook is gloomier now than 
ever and if it continues twelve or more months longer, 
as the chances are it will, there will be very few solvent 
jewelers left. 

“In the last 24 months, half price sales have been the 
order of the day. The reports that I have received 
regarding these sales, with very few exceptions, are that 
they have been gigantic flops. The weakness of a half 
price sale is that it permits the customer to do the 
choosing ; the lowest priced merchandise sells first, leaving 
the higher priced merchandise on the shelf. Inasmuch 
as the jeweler is supposed to make 100 per cent on his 
merchandise, a half price sale doesn’t cause him to lose 
anything and if there is anything the buying public likes 
to do, is to see a merchant lose money. Half price sales 
are supposed to be cash sales, but how often does it hap- 
pen that this rule has to be broken in order to move an 
undesirable piece and then wait indefinitely to be paid? 


(Turn to page 29) 
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Mr. Hand Says: 


1. Don’t hold a pre-auction private sale. 
spirit of the auction. 


2. Don’t let the auction drag on after public interest 


has ceased. 


3. Don’t advertise the auction more than four days in 


advance of the opening day. 


4. Don’t incur the ill will of other local retail jewelers. 
Explain your reasons for holding the sale and invite them 


to attend. 


5. Don’t permit untrue or exaggerated statements in 


your advertising or sales. 


6. Don’t fail to meet the requirements of local and 


state auction ordinances. 


7. Don’t allow a dissatisfied bidder to leave the sale. 


Refund his bid if he requests it. 


It kills the 














THE AUCTIONEER 


“The day of the red flag and bombastic ballyhoo has 
passed out of the picture and has been replaced in many 
stores by dignified auction sales conducted along strictly 
ethical lines,” declared James L. Hand, a nationally 
known New York jewelry auctioneer who has devoted 
most of his business life to a study of the jewelry auction 
business. 

“Today a retail jeweler can conduct an auction sale 
which instead of detracting from his prestige and stand- 
ing in his community, increases it by building confidence 
among his old customers and by adding new ones and, 
at the same time, giving him much beneficial advertising. 
All this can be accomplished if the proper methods of 
conducting an auction are used but much less desirable 
results sometimes follow when the sale is not under proper 
supervision. 

“It is not always desirable for a retail jeweler to hold 
an auction sale and the high class auctioneer will first 
make a careful study of the whole situation before ad- 
vising such action. 

“Let us assume that John Jones, a retail jeweler in a 
city of 25,000 people, finds that he is in a position where 
he must raise cash to place his business on a discount 
basis or that he has purchased an overstock of merchandise 
in anticipation of a better Christmas trade. He needs 
money to meet bills fast becoming due and he therefore 
decides to hold an auction sale. This being the case above 
are some don’ts that I suggest to him. 

Mr. Hand and his partner, Charles J. Wilbur, were 
both emphatic in pointing out that no retail jeweler need 
fear adverse criticism if he holds an auction sale. 

“It is taken as a matter of course in these times of 
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JAMES L. HAND 


depression,” said Mr. Wilbur, “and never should be con- 
sidered below the dignity of any high class jeweler if 
the sale is properly conducted. It is always desirable to 
have the best people in a community at the auction and 
they will attend and buy if it is conducted in a gentle- 
manly, business like manner. As a matter of fact many 
of our auctions have been the meeting places of the social- 
ly elect.” 

“Yes!” declared Mr. Hand, “what Charles said is 
all true and here is one thing I wish to add and that is 
that in my opinion cut price sales have done and are 
doing the jewelry trade greater harm than any other 
factor. The public is coming to think that the jeweler 
has been charging exorbitant prices and it will be some 
time before this impression dies out if these sales continue. 
On the other hand an auction sale is held for a definite 
reason, which the public understands, and for a limited 
time only. It is a special opportunity to buy at special 
prices, and low prices which move the merchandise do 
not leave the same undesirable impression that a cut 
price sale does. 

“Let me suggest that retail jewelers devote about two 
hours on the opening day of the auction to a pre-view of 
the stock to be sold and that they advertise special watch, 
silver and diamond days during the sale. This will at- 
tract added attention and help to increase sales. 

“We often use unique methods to center attention on 
an auction sale,’”’ he added and as an example explained 
how he conducted a radio auction which created wide- 
spread interest. 

“When television is perfected,” he declared, “the bid- 
der will sit in his easy chair at home and telephone in 
his bids as he sees and hears the auctioneer display and 
describe the jewelry being offered.” 





The Fight on the 
Jewelry Tax 


HE jewelry tax still remains an 

important factor in disturbing 
our industry and is apt to remain so 
for some time to come. That Con- 
gress, either in its so-called “lame- 
duck” session or in the first session of 
the new administration, will have to 
change and enlarge the revenue taxes, 
is self-evident. But at the time that 
THE JEWELERS’ CIRCULAR goes to 
press, there is nothing that will in- 
dicate definitely on which lines these 
changes will eventually be made. 
Whether we will have a general man- 
ufacturer’s tax which will reduce the 
levies now made upon special indus- 
tries; whether we may have a gen- 
eral sales tax or whether the special 
nuisance taxes will be continued on 
their present basis, is without the 
power of anyone to predict. 

In view of these conditions, the 
plans of the jewelry trade in connec- 
tion with the coming legislation are 
necessarily uncertain. That we must 
keep up our protest against the 
singling out of our particular indus- 
try for special taxation goes without 
saying. Every jeweler should con- 
tinue to keep his representatives and 
senators in every part of the country 
aware of the harm that the 10 per 
cent levy has done, is doing, and will 
do to his business. But we are hardly 
in a position for an affirmative sug- 
gestion as to what should take its 
place. 

A general manufacturer’s tax on 
the lines offered to the last Congress 
might reduce the burden upon our in- 
dustry and the nuisance tax might be 
scrapped as a result; but this meas- 
ure, as drawn, has many defects, 
some of which would prove a 
greater nuisance to our manufacturers 
and producers than does the present 
bill as far as its application is con- 
cerned. We are in no position to en- 
dorse this as an alternative any more 
than we are some of the other meas- 
sures that have been and are being 
prepared for this purpose. 





ACROSS THE 


It is but natural, therefore, that 
those in charge of our fight before 
Congress can do little at present but 
“mark time” on a general tax fight, 
beyond showing the unfairness and 
futility of attempting to raise rev- 
enue by special taxes on particular in- 
dustries. The above should be borne 
in mind in reading the statement 








President Hoover Endorses Drive for 
Quality Merchandise 

“The movement to market only mer- 

chandise of essential quality that will give 

honest service has worthy objectives. The 

benefits will be shared largely by workers and 


consumers. | am pleased to give the effort 
my hearty endorsement.” 


(From a letter by President Hoover to 
P. A. O’Connell, head of the N.R.D.G. 
Association, sponsoring the movement for 
quality merchandise.) 


of the chairman of the Special Com- 
mittee on Taxation on the Jewelry 
Industry which appears in another 
column of this issue. 


q¢ 4 
The Work of the H. I. A. 


EWELERS and_ watchmakers 
generally will be interested in 
the competition in watch work which 
the Horological Institute of America 
is about to inaugurate, reference to 
which will be found in another col- 
umn of this issue. The competition 
will be open to all and prizes for 
meritorious work will be awarded. 
The competition will end April 15 
and the awards will be in May. 
Incidentally this should again call 
attention to the great importance to 
the industry of the general work of 
the Horological Institute not only in 
keeping alive interest in watchmak- 
ing but in giving an incentive to 
watchmakers to perfect themselves in 
their calling and offering an oppor- 
tunity to the competent watchmaker 
and horologist to get recognition and 
standing in his profession. 
The certification of watchmakers 
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by the H. I. A. based on an examina. 
tion by a competent committee, is the 
only possible and authentic source on 
which the jeweler can rely in deter. 
mining the qualifications and ability 
of a watchmaker he seeks to employ, 
It might be well also to call the at. 
tention of jewelers who are offered 
“certificates,” to see that such certifi. 
cates are those of the Horological In. 
stitute of America and based on ex. 
amination of the holder and not cer- 
tificates or diplomas of institutions, 
organizations or committees (what. 
ever be their names) unknown to the 
jewelry trade at large. 


q+ ¢ 4 


Jewelry and Dress 


HE close association between 
jewelry and dress emphasized in 
this journal for many years, becomes 
much more evident in recent days. 
One manifestation is to be seen in the 
way some of the fine Parisian dress 
makers have taken up jewelry, selling 
that which is appropriate for the 
particular gown. ‘This has come al- 
most to a climax in the recent ex- 
hibition of diamond ornaments by 
Mlle. Chanel of Paris which was 
characterized by the New York 
Evening Post’s correspondent as “a 
primary thrust of the dressmaking 
industry to absorb the jewelry trade,” 
“That they do go together,” he says, 
is admitted, and then suggests that 
“a century hence may find diamonds, 
emeralds and pearls an exclusive ad- 
junct to the merchandising of gowns, 
cloaks and other women’s wear.” 
This comment though somewhat 
far fetched as to its conclusion in- 
dicates the tendency of the day in 
the association of jewelry and dress 
in the minds of the public. For jewel- 
ry though only an accessory to dress 
will remain the dominant part of the 
combination, and the craftsman who 
conceives and executes it will ever 
have his place among the decorative 
artists on which the culture of our 
social world depends. ‘The dress in- 
dustry may not dominate the jewelry 
trade or the jewelry trade dominate 
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the dress industry, but as time goes 
on designers in both must work to- 
gether hand and hand to a greater 
extent than they have ever done be- 
fore if both are to achieve greater 
success. One supplements the other 
in producing the final and perfect ef- 
fect; for though the creator of gowns 
may produce the background, it is 
the jeweler who produces the optical 
center of the picture presented by the 
well dressed woman. The work of 
each must be in harmony with that 
of the other. 


q+ ¢ 4 


A New Year, A New 
Deal, A New Start 


ITH the opening of the new 

year, jewelers turn over a new 
page in their business history and in 
many ways start afresh. It marks the 
time to not only take stock of our 
merchandise but of our methods, our 
business and its possibilities. It is es- 
pecially a time to take stock of our- 
selves that we may understand fully 
our limitations and the mistakes we 
have made in the past, face facts 
squarely and lay down an entirely 
new plan on which our business must 
be conducted in the future. 

No man can be successful today un- 
less he can plan ahead; and you can- 
not plan ahead unless there is a plan 
in your head. The days when a mer- 
chant could travel along in a “happy- 
go-lucky manner” and follow Mr. 
Macawber’s idea of waiting for 
things to “turn up,” are definitely 
past. We must now determine not 
only the goal we wish to attain in 
business but must chart our courses 
to reach it as a mariner charts the 
course of his ship to the port of des- 
tination. 

The, business barometer indicates 
the passing of the storms and heavy 
seas that have sunk so many enter- 
prises and that fair weather is 
ahead. But we must still repair 
the damage that has been done in the 
last three years and trim our sails to 
meet the conditions that still confront 
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(“You cannot plan ahead unless there is a plan in your head.”) 





us from now on. ‘The experiences 
that we have undergone no doubt will 
help to make many jewelers better 
business men in the future than they 
have been in the past for the mistakes 
that have been made should teach 
them what to avoid in the future. 
But let us remember that no matter 
how much better conditions may be- 
come in the course of the year, we 
must remain realists in the conduct 
of business and base our plan of op- 
eration upon facts, rather than upon 
theory, sentiment or hope. 


4 4 
Volume Without Profit 


VERY business man, whether 

manufacturer or distributor, 
should read and heed carefully the 
words of Frederick M. Feiker, direc- 
tor of the Bureau of Foreign and 
Domestic Commerce on the question 
of the fallacy of volume which are 
contained in the annual report which 
he has just submitted to the Secretary 
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of Commerce. For Mr. Feiker puts 
his finger on a point that many busi- 
ness men have failed to understand 
when _he says: 

“Perhaps no one thing is causing 
more grief in business than the effort 
made by many firms to obtain volume 
of sales with little or no regard to 
Volume of sales is not neces- 
sarily a criterion of a successful busi- 
ness. Volume at a profit, but only at 
a profit, is the goal which should be 
aimed for. 

“The principle of selective selling 
with regard to territories and cus- 
tomers is one which many firms have 
adopted with great benefit to their 
profit-and-loss sheet. Profitless cus- 
tomers and profitless orders may in- 
crease volume, but the losses incurred 
must be paid for out of money made 
on other parts of the business. For 
example, we have the record of one 
large wholesale establishment which 
dropped two-thirds of the customers 
they had been serving and, as a result, 

(Turn to page 63) 





A NEW FORM OF ATTACK ON 


Don Patty, the jeweler, 
was boiling over. “I never heard the like, Old Vet! 
That damn retailing wholesaler down the street actually 
sent a man to me this morning to verify the quality and 
price of a watch he was selling. Can you imagine that!” 

Patty’s fist jarred the showcase. “It’s against the law 
to steal!” he shouted. ‘They jail a man for robbery! 
Then why do they permit those fellows to rob legitimate 
jewelers of their bread and butter—and by such unfair 
methods? You have time and brains, Old Vet. Why 
don’t you devise a solution to that problem?” 

The Old Veteran sighed. ‘““You compliment me, Don, 
considering that the best brains in the industry have 
worked on it for years. 

“Many solutions have been advanced, but only one 
seems feasible under existing laws. That is the manu- 
facturer’s unchallenged right of refusal-to-sell, a right 
that has been upheld every time it has been tested in 
court.” 

“Then why don’t manufacturers simply shut off all 
retailing wholesalers, and that’s all there is to it?” Patty 
demanded. 

“Ah, if it were only that simple!” the Old Veteran 
replied. ‘‘Let’s get the situation clearly. I believe you 
will agree the greatest problem is that these fellows can 
get merchandise identical with yours. If trade-marked 


lines and other easily identified goods that you carry were 
withheld from these retailing wholesalers, then you would 


have little to worry about. Right?” 

“Right!” 

“Now let’s go legal a minute. We find that while the 
right of refusal-to-sell has invariably been upheld in court, 
yet when a manufacturer attempts to enforce that right, 
he finds the law has forbidden practically every natural 
and business-like method of determining whom to sell 
and whom to refuse, a thoroughly illogical situation if 
there ever was one. 

“The Federal Trade Commission will promptly order 
him to ‘cease and desist’ if he encourages retailers, or 
even his own salesman, to report offending wholesalers; 
if he writes ‘Do Not Sell’ across the offending whole- 
salers’ accounts; if he maintains a ‘Do Not Sell’ list; if 
he uses serial numbers on goods or packages to trace the 
source of supply should a refused wholesaler supply him- 
self through ‘bootleg’ sources. 

“All those laws were designed to prevent unfair com- 
petition and restraint of trade. Yet in the jewelry trade 
they have been turned into technicalities that have actually 
promoted a condition of unfair competition. Consequently 
the manufacturer whose intentions are of the best must 
guard his actions most carefully or he will run afoul of 
the law in determining whom to refuse and whom to sell. 

“Yet regardless of these legal hindrances that manu- 
facturer can succeed in selecting distributors who will 
play square and in refusing the others if he has the will 
and backbone to do so. It can be done! He can refuse 
to sell for any reason—or for no reason. His right is 
unquestioned.” 


“Well... Patty asked. 


what can I do about it?” 
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“Don Patty, the retail jeweler holds the key to the 
entire situation and it is high time for him to lock the 
door on the cut-throat.” 

“But how?” 

“Simply by exercising individually his right of ‘te. 
fusal-to-buy.’ Individually, I said, not collectively. The 
retail jewelers in every locality know exactly which whole. 
salers are selling at retail. ‘They know exactly what con- 
flicting lines of goods are being sold. 

“Suppose a factory representative calls to sell you one 
of these lines. All you need say is, ‘Sorry, sir, but I’m 
not buying lines with which I have to sell in competition 
with John Jones, the retailing wholesaler, and others of 
his kind.’ He goes to the next jeweler and hears, ‘You 
can sell me or the retailer and wholesaler, but not both, 
The third one tells him, ‘I don’t care how you do it 
but you’ve got to cut off John Jones’ supply before I buy,’ 

“Each one of you is within his legal rights in saying 
something like that individually. You cannot do it col- 
lectively. That’s boycotting. You cannot do it through 
your association. 

“Furthermore, you may each of you, on his own voli- 
tion, write the same thing to the factory. If you get no 
reply it is only because the factory is being careful. 

“The same course of action may be used on salesmen 
representing legitimate wholesalers as on those from manu- 
facturers. Tell them, ‘As long as the factory permits 
John Jones to get that line, count me out.’ There is 
nothing illegal in that statement. 

“And right there, I am convinced, is the solution to 
the whole problem. If every retailer would consider this 
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AN OLD ENEMY 


By 
MURRAY C. FRENCH 


a life and death matter, which it is, I predict that in six 
months’ time John Jones and all of his ilk would be shut 
off from all merchandise identical with yours. I should 
call that at least an 80 per cent victory.” 

“Yes but . . . but suppose I need that particular line 
in my business,” Patty objected. 

“There you go! Expecting to win a battle without 
suffering any hardships! Just such spineless logic as that 
is the very reason this evil has grown to its present pro- 
portions. Remember this: The very lines you value most 
in your store, those are the lines John Jones is most anx- 
ious to use as his competitive ‘bait.’ 

“But mark my word! There is not a line of any kind 
in the jewelry business that is indispensible. No sir! And 
every manufacturer knows it. When it comes to a show- 
down between selling the legitimate retailer and the. il- 
legitimate wholesaler, every single one of them will 
choose the retailer. And, law or no law, he will find a 
quick and sure way to keep his goods from the retail- 
ing wholesaler.” 

“Then why in heaven’s name haven’t they done so 
long ago?’ Patty asked. 














The retailing-wholesaler has been the enemy of 
the legitimate retail jeweler for years and has been 
the subject of more discussion and less definite 
action than any other trade evil. The A. N. R. J. A. 
has at last forced the issue by complaining to the 
Federal Trade Commission and the outcome of this 
proceeding is being watched with interest in all 
sections of the country. 

As the Old Veteran says, “Too long have timid 
retailers been saying ‘Please, please be good’ to 
those responsible for this vicious situation. There- 
fore, the Old Veteran’s suggestion as to how the 
retailing-wholesaler can be isolated, as described in 
this article, is one that should be considered by 
every retail jeweler in this fight. 











“Just because you retailers have not had the backbone 
to force the showdown. The manufacturer needs volume 
and he needs it badly. Under the stress of necessity he 
takes business wherever he can get it, examining credit 
ratings much more closely than ethics, paying more at- 
tention to the size of the order than to the reputation of 
the buyers as an ethical outlet. 

“So, right or wrong, he will continue to supply John 


(Turn to page 53) 
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IM TELLING YOU— 


FACT OUTRUNS FICTION 








A. WATCH CASE IS USED TO ENCLOSE 


Dwrond dust Osranen FRom MINUTE DIAMOND vonekran OF ripkee nae 
He rat Ud IN THE bate Se ae WORLD. IT 1S OF FRENCH MANUFACTURE. 
WORLD, COL A SH 3 ge TO BE ABLE To PUT A TYPEWRITER IN 


OCKASIONS, MICROSCOPIC. AMONDS HAVE BEEN 
FOUND IN ‘CELESTIAL MISSIL 









ONE’S POCKET IS, TO SAY THE L 


ES. SOMETHING UNUSVAL... v, 






a IVORY, USED BY PACIFIC NORTHWEST JEWELERS FOR 
MANY ARTICLES FOR TourRISTS, IS FOUND IN ANCIENT STREAM 
BEDS AND IN GLACIAL DRIFTS ANS DEPOSITS, BEATIFUL BROWNS, 
FANTASTIC BLUES AND RICH CREAMY COLORING DISTINGULSHES 
FOSSIL IVORY FROM ORDINARY IVORY, FOSSIL IVORY 1S THE 
TUKS OF HS AND WALRUSES MAGNIFICENTLY TREATED 

BY NATURE. ( SuBmITTED BY @.M. LITTEL JOHN —SEATTLE, WASH) 
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"THE USE OF HOLLOWWARE PRECEDED FLATWARE AT LEAST IN 


A 








ENGLAND WHERE CUPS, CHALICES AND DRINKING VESSELS ARE FOUND TO Our PRIMITIVE ANCESTORS, CENTURIES AGO, TOLD “TIME WITH 
PREDATE KNIVES OR SPOONS. FORKS DID NOT COME INTO USE UNTIL SUFFICIENT ACCURACY, FOR THOSE NOT GOING ANYWHERE, BY SIMPLY 
THE LATTER PART OF THE (7% CENTURY. EVEN THE ILLUSTRATION PLACING A STRAIGHT STICKIN THE GROUND AND MARKING HOW 
OF THE .ROYAL DINNER TABLE FROM:A MANUSCRIPT OF THE THE SHADOW FELL, FROM THIS PRACTICE SUN-DIALS WERE 
4 1 CENTURY — INDICATE THAT THEIR MAJESTIES HAD INVENTED... 

THEIR t ee 
— FORD QUT THEIR, DO YOU KNOW OF ANY UNUSUAL FACTS 


OF INTEREST ABOUT: JEWELS AND JEWELRY ? 
IF SO SEND THEM TO 


THE JEWELERS’ CIRCULAR...| 
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GARNE | — January's Birthstone 


By Robert M. Shipley * 


The word garnet 


to the student of words recalls the fact that it was derived 
from the Latin granatus, meaning “little grains” or “seed- 
like,” in reference to the fact that so often garnets occur 
in small grain-like crystals. ‘To the general American 
public which has never been made gem-conscious, it means 
a plentiful red “semi-precious” stone of little value or 
beauty. To the jeweler it recalls a picture of muddy red 
stones set in brooches and rings made from eight carat 
gold, imported from Czechoslovakia (Bohemia). 


However, to the gemologist and to his customer . 


“Garnet” means a group of minerals containing not only 
these red Bohemian garnets, but exquisite brilliant red 
gems sometimes so closely approaching the beauty of the 
ruby that they have been confused with them by experts; 
bright violet-red gems known as precious garnets in the 
Orient where gems are cherished for their beauty and not 
their momentary popularity ; rare emerald-like gems from 
almost inaccessible mountain regions of far Russia; rich 
orange red gems which vie in beauty with golden sunsets ; 
and less known gooseberry stones which so closely re- 
semble gem-jade that even after a warning in THE 
Jewevers’ CircuLar, they have innocently found their 
way into many retail diamond show cases in baguette 
set platinum mountings carrying the tag “Gem Jade.” 

The mineralogist also thinks of garnet as a group of 
mineral species and from among these species the gem- 
ologist selects as.of interest only those which follow, since 
the others are either not of gem quality or size. 

Pyrope—A transparent red stone which in its clearest 
transparent variety is becoming extremely rare and vies in 
color and beauty with ruby, is correctly known as Bo- 
hemian Garnet and incorrectly as “Arizona Ruby,” 
“Mountain Ruby,” etc. 

Almandite or Almandine—The precious garnet of 
India is found in beautiful reds and violet reds although 
it is often thought of in America in relation with the deep 
colored badly fractured but beautifully formed crystals 
in a glistening rock which travelers bring home from 
Alaska and which are almost never of gem value. 

Demontoid—This variety of the species andradite is 
found in the Ural mountains of Russia, and is notable 
because it has higher dispersion than the diamond. It is 
incorrectly called ‘““Uralian, Russian or Siberian Emerald.” 
It never has the rare “blue grass-green”’ color of the finest 
Colombian emerald, but seriously challenges the beauty 
of more yellowish green emeralds, having more brilliancy 
than the latter although it becomes more yellotvish under 
artificial light. Sizes large enough for anything but the 
smaller ring stones are practically unknown and the 
superior toughness of demantoid over emerald makes it 
a more durable stone for calibre work. 





*President Gemological Institute of America. 
1Jewelers’ Circular month of December, 1929. 


*Krauss and Holden “Gems and Gem Minerals,” 1931. Also G. E. Kunz 
14th edition, ‘Encyclopedia Brittanica,” Vol. 12, p. 865. 


THE JEWELERS’ CIRCULAR 
for January, 1933 


Grossularite—A white or green translucent garnet re- 
sembling’ jade. The white variety was found in Cali- 
fornia and formerly sold to the Chinese. The green 
variety, found in South Africa,’ has been deceivingly sold 
as “Chinese Jade” as well as “African or Transvaal Jade.” 
It is also reported as having been found in southern 
Oregon. Its greenish gooseberry color differs from the 
best colors of jade, but it closely resembles some jade 
colors and is in itself a gem-stone of excellent sales possi- 
bilities. 

Hessonite—The finest quality of this variety of the 
species grossularite is found principally in Ceylon. Yellow 
and brownish stones are known as “Cinnamon Stones.” 
Bright orange gems large enough for ring stones are rare 
and valuable. 


I, is a valuable 
fact which gem-dealers often overlook, that the public is 
interested in the knowledge that garnets can be other 
than red. Gemologists have been successful in selling all 
of the above varieties as January birthstones at larger unit 
sales than were formerly realized for garnet. The finer 
qualities of the various colors appeal to customers of 
culture and education. 

Garnets vary in those properties which are not only 
used for identification between the different varieties and 
between garnets and other gem-stones, but as selling 
tools. Besides beauty of color all these gem garnets except 
demantoid have a hardness of from 7% to 7% and are 
therefore harder than the quartz particles in dirt which 
scratch and dull the polish of all softer stones. Deman- 
toid is but 614 in hardness. All of them are exceptionally 
tough stones, not cleaving or fracturing easily. 

They have also the common quality of high refraction, 
their refractive indexes varying from 1.73 for grossularite 
through 1.75 for pyrope and 1.79 for almandine to 1.88 
for demantoid. These figures mean that if properly cut, 
all those garnets, which are of clear and not muddy 


. colors, are as brilliant as ruby, sapphire and spinel and 
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are more brilliant than other transparent gems. They 
can only be exceeded in such brilliancy by zircon and 
diamond. . 

The specific gravity of these garnets is extremely high 
as compared with other gems varying from 3.78 in the 
pyrope through 3.61 for grossularite to 4.2 in the densest 
black quality of almandine. 

All gem varieties of garnet fuse before an ordinary 
blowpipe and are attacked by acid although demantoid 
is somewhat resistant. 

Until the advent of science, all dark red transparent 
stones were called garnets in distinction to ruby which 
was a brighter red. The name “pyrope” means “fiery 
eyed” and the term Carbunclus applied by the ancients to 

(Turn to page 53) 
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A Chanel bracelet in a spiral of diamonds ending in a star. The spiral ring is tipped with a large diamond. 


Chanel’s Great Diamond Display at Paris 


(Paris Correspondence to the JEWELERS’ CIRCULAR) 


* A a 





For evening Chanel designs this symmetrical diamond bandeau, 
with pendant necklace having two diamond tassel motifs con- 
nected by a chain of graduated diamonds. 
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Paris, Dec. 10—The Chanel collection of diamond 
jewelry has been an outstanding feature if not the feature 
of the jewelry world in Paris this fall. Otherwise little 
original work has been accomplished as the incentive is 
lacking. 

But jewelry being a new field of designing for Chanel, 
she has herself responded to it with feeling, and the pub- 
licity given her creations has been extremely beneficial 
to the jewelry trade at large. 

At a time when articles de luxe are possibly at their 
lowest ebb Chanel is bold enough to exploit the diamond, 
her theory being that diamonds are an investment—not 
an extravagance. Carrying out this principle she has 
used only the larger stones, avoiding baguettes and other 
types not translatable back into money as larger diamonds 
are. 

On her designs the comment generally, (but not pub- 
licly), has been that her exposition as one of museum 
pieces is a good show, but that her “sets” of diamond 
jewelry if actually worn would sound the last word in 
vulgar display. The sketch of the outdoor parure would 
demonstrate that. 

The motifs Chanel employs are few but they are con- 
stantly repeated in different sizes and for different pur- 
poses. ‘The most prominent are the star, a slender cross 
or X, and a ray or sunburst motif very similar to a halo 
design associated with religious pictures and statues. 

Spirals are used in bracelets and rings. Some curious 
diamond brooches take the form of large idealized 
numerals such as 3, 5 or 7. A curly feather motif with a 
long quill stem is seen in brooch and hair ornament. 

Tassels are represented by drooping strands of dia- 
monds. , 

Among the very valuable stones is a large golden dia- 
mond which in a ring has a gold setting. Otherwise 
white diamonds are set in platinum. Leather is used in a 
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Lady’s Ring. Plati- 
num and Diamond 
11.63 cts. Star Sap- 
phire. 








Star Sapphires 


Emerald Cut and 
Marquise Diamonds, 
Rubies, Emeralds, 


Pearls, Cat s-eyes 








GEMS OF 
THE MODE 


Gentleman’s Ring. 
Platinum and Dia- 
mond. 10.00 cts. Star 
Sapphire. 





Square Cut 





Marquise 








Emerald Cut 


Lady’s Ring. Plati- ‘ 
num and Diamond. 
20.35 cts. Star Sap- 
phire. 








Gentleman's Ring. 
Platinum and Dia- 
mond. 12.00 cts, Star 
Sapphire. 


OTHING has as yet been found to take 
the place of Gems as a tribute of 


Friendship and Esteem. 


We expect to help a good many jewelers 
make 1933 a good jewelry year, by offering 
to them splendid values in Gems of Unusual 


Beauty— 


Star Sapphires 

Emerald Cut and 
Marquise Diamonds, 
Rubies and Pearls - 
Emeralds and Cat's-eyes 


A large stock of Precious Stones is always 
on hand. We are prepared at any time to 
co-operate with you on whatever your needs 
may be. 


JEROME RICHHEIMER 


608 Fifth Ave.* 
New York 





Gentleman’s _Plati- 
num Cuff — Links, 
50.49 cts. Star Sap- 
phire. 

















26 


for January, 1933 


THE JEWELERS’ CIRCULAR 














novel way, in small braids of cream colored kid alternat- 
ing with rows of diamonds. These alternate rows to the 





The diamond ray or halo motif Chanel uses in various forms, here 
featured in a striking hat ornament. 


number of five make a bracelet, and a matching ring is 
three strand with the leather in the middle. 
In addition to necklaces, bracelets, rings and brooches, 





This striking combination of bandeau, corsage and neck orna- 
ments reflects a unique treatment for evening wear 


are a number of bandeaux for the hair. If Chanel’s 
influence will lead to a revival of the jeweled hair orna- 
ment she will have opened up a valuable new avenue of 
trade for jewelers. 
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The collection was first presented in Chanel’s own 
salons which provided a rich setting. The wax manne- 
quins designed for the display were works of art in them- 
selves. Later the jewels were taken to London for exhibi- 
tion at Londonderry House, and altogether they have 
enjoyed a very favorable publicity and excited consider- 
able comment all over the world. 


New York Jeweler Discusses Development of 
Jewelry Styles 


Ll. speaking of 
the development of jewelry styles in Paris, Walter P. 
McTeigue, a well-known manufacturing jeweler who 
recently returned from France, expressed hope for the 
future of the industry. This was based on his belief 
that the designing in fine jewelry both here and abroad 
will receive a new impetus as a result of the changing 
conditions. He looks forward to the American jewelry 
trade taking a leading place in the fabrication of the 
finest, most attractive, as well as the most artistic pieces. 

Mr. McTeigue while abroad had been studying not 
only design but also the trend in fashion and its applica- 
tion to form and color in fine ornaments and he sees an 
opportunity for the American manufacturer to capitalize 
business in the development of designs along the line of 
those in which Parisian craftsmen have started. In 
speaking of the situation, Mr. McTeigue said: 

“Three years have passed without any really new ideas 
in designs being shown to the lover of beautiful jewelry 
here. The public is well acquainted with the old stock 
most jewelers are carrying and to bring back their cus- 
tomers the retailer of finer merchandise must show new 
things, and must remount and change his old pieces. 

If the American manufacturer takes advantage of the 
new impetus in designing, the retail jeweler will have a 
new basis on which to build business. This will remove 
all the competition which the fine jeweler may now have 
with the stocks the banks are showing and selling through 
various channels. It will also give the retailer an oppor- 
tunity to talk about something beside “cash value,” thus 
putting our trade back to where it belongs in the produc- 
tion of artistic things to be worn by people of taste and 
refinement. 

“There was in Paris during the week of the Grand 
Prix and at Deauville a number of new ideas launched. 
This proved clearly that diamonds will come to their own 
but they were worn profusely at evening affairs in neck- 
laces and chokers. 

“During the day the Parisienne is wearing large semi- 
precious stones set as pendants and as rings. Some of 
these are very large, almost barbaric in size. The ruby 
is one colored stone that appeared to be most in favor 
at the time I left. A new and attractive hat ornament 
also appeared which is very charming and it can be worn 
on hats both large and small. 

“These and hundreds of other novelties which have al- 
ready been introduced to the fashionable world through 
Paris are among the things that will give our jewelers an 
incentive to strike out along new lines in design and 
setting. 
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Straps 








No. R/42S Genuine English Smooth Leather Straps $1.50 per doz. 
No. R/18S Genuine English Pigskin Straps $2.50 per doz. 
No. R/9S_ Genuine English Leather Straps “{7ir?7}° $2.50 per doz. 


ALL WITH BUCKLES 


Our Famous Anti-Sweat Grade Leather Straps 
From $4.00 to $9.00 per dozen 


Leo HeilbrunCo., Juv. 


Sold Through Your IMPORTERS 
Wholesaler 


i i Counter Display Book To 
Sample Selection Sent West 45th Street Soest Diaby Soak te 


on Request NEW YORK, N. Y. 75¢ extra 








SIGNS OF A NEW PROFESSION 


OLD PRICES EXPIRE JANUARY 29!! 
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On Octaber.20, 1932, Mx. Etlaworth. 2. Miller. James D. Dougherty, of Hudson’s, Minneapolis, 


successfully passed our entrance enomastions and qualified as 
ranean says that gem dealers should become Gemologists 
Gemology protects the public’s pocket book as the ‘ - 

study of medicine protects its health. Leading in order that they “may more faithfully earn 
jewelers of America are becoming Gemologists as ' ssa 

the herb doctors of old became physicians. 1 the confidence of the public. 
Gemology is the Science of Dismonds and Other Gems. Scien- | [ 

tific knowledge added to practical experience make possible 
the purchase and sale of maximum qualities at minimum costs. . ° ° 
Weis iting names nd ten er dcp econ, | The introductory price of the courses of the Insti- 


tern cacing wo os ark interaton tute which lead to the final certificate authorizing 

, the use of the title CERTIFIED GEMOLOGIST 

iad will not be available after January 29th. Save $24.00 
ESE Me... 22... 1934, the Institute itself will make 


scientific tests and answer questions regarding the genuineness 1 by enrolling now! 





CCTs 


or identity of any gem. 
GEMOLOGICAL INSTITUTE OF AMERICA. 


GEMOLOGICAL INSTITUTE OF AMERICA 
3511 WEST 6th STREET 
LOS ANGELES, CALIF. 
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How Should | Hold an Auction 
(From page 16) 


“After considering very carefully the results of half 
price sales, we who have always done things collectively, 
decided on a group auction sale. 

“Some of the stores considered an auction sale undesir- 
able and not in keeping with their store policy, but inas- 
much as all were going to participate, all would be in the 
same boat. 

“It is very important that the room selected be in as 
prominent location as possible and one suitable to the 
wares carried. We selected one which had a pedestrian 
count of 9000 for a ten hour period instead of one that 
had a count of 22,000 because it was quality of pedestrians 
we were after. Wall and counter cases were rented and 
the whole place made to look like a regular jewelry store. 

“The stock consisted of diamonds of all kinds, watches, 
jewelry, gold, filled and costume jewelry, gift wares, 
silver and plated hollowware, toiletware, clocks, pewter, 
and leather goods. 

“The expenses were apportioned according to the sales 
made by the respective stores. Each store furnished its 
quota of help. The sale was conducted from 11 a. m. to 
5 p. m. and from 8 p. m. to 11 p. m. 

“It is surprising to note the different classes of people in 
a majority of cases who frequent the day sale as compared 
with the evening affair. 

“Since our group auction last January, many jewelers 
have written me to tell them how to conduct a group auc- 
tion. My answer has always been that they get their 
fellow jewelers together and then I’ll come down at my 
own expense and explain to them the technique of han- 
dling a successful auction, in all cases, however, it has 
ended up by one or the other jeweler having a sale and 
thus upsetting the apple cart for all. 

“When all jewelers will quit trying to out smart their 
fellow jewelers and get together on a group program, they 
will then get somewhere and put themselves in as fine 
a shape as are the six leading jewelers in St. Louis; but 
if one after the other decides to put on his own show, it 
leaves the buying public confused as to what next to 
expect. 

“The merchandise of all the stores was grouped as to 
character, i.e., all diamonds were put together and all 
silver, etc. Price tickets had in code the owner of the 
goods, cost (in code), also weights and any other descrip- 
tion. 

“It has often been asked me whether all participants 
sold about the same amount of goods; in our auction they 
did not, it all depended upon the character and the price 
of the merchandise as to whether it could be sold. 

“The selection of the auctioneers must be most care- 
fully made because they are going to be your represent- 
atives as soon as your goods reach the block, therefore, 
they must be gentlemen who can gain the confidence of 
the audience. 

“The layout of the auction room must be most care- 
fully gone into so that the auctioneers are able to get to 
their audience and mingle with them. 

“The above, Mr. Jeweler, is a brief resume of a group 
auction and if I were to ask what their disadvantages 
were, I would frankly answer there were none, and if 
there are, they are only imaginary. 
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GEM OF 
FASCINATION 


An extensive 

line of Star Sap- 
phires and Star 
Rubies in Rings, Cuff- 
Links and Dress Sets. 


PARAMOUNT TO ALL PRECIOUS STONES 


LOUIS N. MARX 


551 FIFTH AVENUE, NEW YORK 
TEL. MURRAY HILL 2-8838 




















Daniel Leker 


MANUFACTURING JEWELER 
FORMERLY 


C. V. DOUGHERTY CO., INC. 
7-11 W. 45th St. 
NEW YORK CITY 


SEED PEARL JEWELRY 


SPECIALIZING IN REMODELING 
AND SPECIAL ORDER WORK 
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Know Your Merchandise 


“GEM-STONES,” by G. F. Herbert Smith, gives a clear, 
concise, but very comprehensive survey of the various 
precious and semi-precious stones used for ornamental 
purposes. Written in a most interesting and instructive 
manner by an Assistant Secretary of the British Museum 
and a world authority, it presents the history and tech- 
nology of gems, tells what they are, where they are found, 
how they are fashioned, and how they may be dis- 
tinguished. 

It offers the jeweler and his clerks an excellent means of 
fully familiarizing themselves with this interest: subject, 
and provides the answers to many questions asked by cus- 
tomers. Fully indexed, it makes an excellent reference book. 
Over 300 Pages; many tables, plates, and illustrations. Price 
$3.00. Order your copy today from— 
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Hunt Club GAINS FAVOR DAILY 


Reports from America's smartest brides ... . Silversmith's Guild flatware adver- 
tising . . . and seniors in the leading women's colleges of the East show Hunt Club 
to be the most popular in our extensive collection. 7 Its simplicity of line and rich- 
ness of detail make instantaneous appeal to those seeking distinguished services 
appropriate in any period dining room. 7 Wise jewelers will trade on Hunt Club's 
deserved popularity by displaying and advertising it consistently. 


Let your customers know you too recognize 

the subtle elegance and dignity of perfect 

craftsmanship. 7 Safeguard your patrons’ 

investments by offering them sterling pat- 

terns so authentic in their tradition that time 
cannot affect their correctness. 

Four other outstanding Gorham pat- 


* 
terns for which country wide interest 


continues unabated are , 
ETRUSCAN FACTORY AND EXECUTIVE OFFICES 


ST. DUNSTAN CHASED PROVIDENCE, RHODE ISLAND 


FLORENTINE and FAIRFAX 


ya 
kets 


Se ge 


—— 





— 








30 THE JEWELERS’ CIRCULAR 
for January, 1933 








MAKE LOCAL ATHLETIC EVENTS 
BUILD SILVER TROPHY SALES 
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Above—The 1932 Hawthorne Cham- 
pionship Trophy. 
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Below—The James C. 
Nunnely Trophy. 









At Left— 
The 


Stinson 
Memorial 
Cup. 











Edward A. 


































That there is opportunity 
for progressive jewelers to secure increased business for 
their silverware departments by being constantly on the 
outlook to obtain orders for special presentation pieces 
has been demonstrated from time to time in the past. 
With the beginning of the New Year this fact should be 
given special consideration as it is none to early to begin 
a campaign for this kind of trade which should be 
planned to carry through 1933. 

Now is the time when basketball, ice hockey, indoor 
baseball and other winter sports are at their peak and a 
little extra effort should result in securing orders for 
suitable trophies for such events. As the season ad- 
vances, baseball, rowing, tennis and numerous other 
sports events open the door to additional business to be 
followed as the fall season approaches with a demand for 
football and other seasonal competitive athletic awards. 

Jewelers who keep in touch with their local high school 
and college activities and cultivate the friendship and 
trade from such sources will be in a better position to 
cash in on orders for desirable trophies. The silver line 
offers so many articles suitable as prizes that a selec- 
tion is always easy. 

Manufacturers are glad to cooperate with retail jewel- 
ers in building up this trophy business and many hand- 
some special pieces have been turned out by different con- 
cerns from time to time. Illustrated herewith are three 
typical examples of such work made by R. Wallace & 
Sons Mfg. Co. 

The cup showing the Indians and speed boat, known 
as the James C. Nunnely trophy, was awarded for the 
four annual 100-mile marathon, Geneva, on Seneca 
Lake Regatta and was purchased through S. A. Gilbert, 
jeweler of Geneva, N. Y. It weighs considerably over 
100 ounces of Sterling silver and is almost 28 inches high. 

One of the outstanding trophies competed for in con- 
nection with the 1932 Cleveland Air Races is the Edward 
A. Stinson Memorial. The trophy is 30 inches high, of 
silver plate. 

The 1932 Hawthorne Championship trophy for the fa- 
mous horse-racing classic of the Middle West is refresh- 
ingly different and distinctive in design. All of the precious 
metal used in this trophy is of 14-karat gold. The re- 
tail value of the trophy is $2,000. The trophy is mounted 
on a pedestal of exqusite Pedrara onyx with band around 
the top, and below this is mounted the inscription plate. 
Three beautifully wrought Corinthian columns rise from 
the pedestal and support the top on which is mounted a 
ball of pure white marble. Between the columns stands 
a horse, cast in full relief, and mounted on a circular base. 

Trophies for the high school debating team and for 
honor students offer other opportunities for developing 
this business if the retail jeweler will suggest such ideas 
to teachers and prominent business and professional men 
in their communities. 
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PURE PLATINUM e 
IRIDIUM PLATINUM In Plate, Wire, Seamless Tubing 
ALL GRADES. 
HARD PLATINUM e 
NO. 514 ALLOY 
Oo 

And a very complete assortment 
of findings in Platinum, Palla- PALLADIUM 
dium and Gold. IRIDIUM 

Seamless Wedding Ring Blanks, 

‘Gacsmane pene Ps. ous RH ODI U M 

Settings: 

One-Piece Bracelet Boxes, RUTHENIUM 

Galleries, 

Stone and Cluster Blanks, 

Pin-Tongues, Joints and Catches. PURE SILVER 

re) 

Solders for Platinum, STERLING SILVER 

Gold Solders, 

Platinum Chioride, SILVER SOLDERS 


Rhodium Sulphate. 
Further information on any of our products gladly given. 
THE AMERICAN PLATINUM WORKS 
N. J. R. R. Ave. at Oliver St., 


NEWARK, N. J. BD i ATi ay U M 
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When President Hoover 


stepped out of the executive offices to the White House 
lawn Dec. | to receive from Senator Simeon D. Fess the 
official medal of the United States George Washington 
Bicentennial Commission, this marked an event not only 
interesting in political history but of metallurgical his- 
tory as well inasmuch as the work given the President 
was the first official medal ever to be struck from platinum 
in a United States mint. 

The medal as shown in the illustration, is mounted in 
a special stand which exposes both its sides. It is one of 
two struck, the pieces being three inches in diameter, 
weighing slightly over 16 ounces each, the platinum 
content being sufficient to make a total of about 120 
wedding rings. 

Keen interest in the medal by the jewelers of the 
country was shared by the President, who has mined 
metals in all quarters of the globe, and by Mrs. Laura 
Gardin Fraser, the noted sculptor, from whose hand the 
design came. In speaking of the history of this medal 
last week, Charles Engelhard, president of Baker & Co. 
said : 

“Public interest in this work dates from nearly a year 
ago when the appropriateness of platinum as the metal for 
awards of highest distinction was discussed by a group of 
us in New York. Certainly, that metal met all the 
qualifications of preciousness, of nobility, of color and 
of permanence associated with such awards. The one 
unknown factor was whether or not it was practical. 

“I became sufficiently interested in the idea to co- 
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Obverse and reverse of George Washington Bicentennial commemorative medal presented to Herbert Hoover, President of the United 
States and chairman of the United States George Washington — Commission. First platinum medal struck by the United 
States Government. 


President Hoover Presented With Platinum Medal 


Commemorating the Geo. Washington Bicentennial 


operate with the Philadelphia Mint in having an experi- 
mental medal struck from an existing die. It so happened 
that the die selected was that for the Hoover Inaugural 
Medal created by Sinnock, medallist of Philadelphia. 
The experiment was so successful, both technically and 
artistically, that this demonstration medal was shown. to 
Mrs. Fraser, as sculptor and to Representative Sol Bloom, 
as Associate Director of the George Washington Bicen- 
tennial Commission. 

“The result was an enthusiastic interest in the plan to 
strike two medals in platinum from the master die for the 
Bicentennial medal, one of these to be presented to the 
President of the United States at the proper time and the 
other to be deposited with the Library of Congress as.a 
permanent Government record of the world-wide observ- 
ances of George Washington’s 200 anniversary. It then 
became my privilege to make available the platinum discs 
from which these medals could be struck. 

“On Feb. 4, 1932, the striking of these medals took 
place in the historic United States Mint at Philadelphia 
before a group including Mrs. Fraser, Congressman 
Bloom and Hon. R. J. Grant, Director of the Mint. 
After scrutinizing the medal as it came from the press in 
the Medal Room of the Philadelphia Mint, Mrs. Fraser 
expressed her complete satisfaction with its artistic suc- 
cess. She pointed out that the use of platinum retained 
without impairment all the finest details of the sculptor’s 
art in plaster, retaining the design without need of oxidi- 
zation or other artificial treatment in order to success- 
fully carry out the work.” 








TRY THIS BETTER SILVER POLISH 


MADE ESPECIALLY FOR THE JEWELRY TRADE 


PERNET non-inflam- 
mable LIQUID contains 
no poisons or abrasives, 
removes tarnish without 
injuring or marring the 
finest silver or plate. 
Works equally well on 
Silver, Gold and Pewter. 
Produces a high satin 
polish quickly without 
hard rubbing. 


SOLD ONLY 
THRU JEWELERS 


Attractively packaged to 
fit jeweler’s counter. 


Attractive counter dis- 
plays and advertising 
booklets furnished free. 


Hundreds of leading 
jewelers are selling 
PERNET. It satisfies 
users, brings re-orders, 
pays two profits. 
SILVER POLISH IS IN GREATER DEMAND 
THAN EVER. Don't lose this business to grocers 
and drug stores who sell paste polishes. 
GIVE YOUR CUSTOMERS THE BEST. 


Send for free sample today. 


BUR- MER 448 CUTLER BLDG. 


INCORPORATED ROCHESTER, N. Y. 
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FREE... 


ThE mM Va 


700 YEARS THE 


ROUND 
(TRIPS, WORLD’S GREATEST 


TO THE MARKETS 


LEIPZIG 


The Spring Fairs of 1933 open March 
5th. In one week’s time you cover 
the offerings of 8,000 manufactur- 
ers—from 25 different countries. 


171 firms exhibit precious metals, Jewelry, 
clocks and watches; 745 show articles per- 
taining to the applied arts and crafts, glass- 
ware, porcelain; 388 exhibit leather goods, 
traveling requisites and stationery. 


Through this intense competition for the buy- 
er’s favor, you enjoy all the advantages of 
first showings, newest developments in stand- 
ard lines, profitable novelties—and the most 
favorable prices in the world today. 


in addition—out of a special fund, which Is 
in no way a hidden sales tax—you earn a re- 
fund up to 100 per cent of your roundtrip trans- 
portation costs, an offer so popular in 1932, 
that It is repeated for 1933. To secure your 
rebates, you must register with our New 
York Office before sailing—write for detalis 
and for further information as to how the 
Leipzig Trade Fair applies to your business. 


LEIPZIG TRADE FAIR, INC. 
10 East 40th St., New York City 
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A STRANGE TARIFF DECISION 


Comment on the Reasoning That Caused Ruling That Platinum Beads 
Set With Diamonds Might Be Classified as Earthy 
or Mineral Substances 


A recent nt deci 
of the Court of Customs and Patent Appeals which Sus. 
tained a claim that platinum, diamond and enamel beads 
were not jewelry under the Tariff Act of 1922 but wer 
properly dutiable as earthy or mineral substances at 4) 
per cent ad valorem, has been the subject of considerab 
surprise in the jewelry trade and among the comment 
that came to THE JEWELERS’ CIRCULAR was the follow. 
ing letter from a prominent member of the industry tha 
voices some reasons for the surprise at the reasoning of 
the court. It might be mentioned that the conditions 
that permitted this decision are not applicable in the 
Tariff Act now in force. The letter reads: 


New York, Dec. 6, 1932, 
Editor of THE JEWELERS’ CIRCULAR: 


On Oct. 3, 1929, the United States Customs Court, First’ Diy; 
sion, reversed a decision of the Collector of Customs at the 
Port of New York who had held that “platinum, diamond and 
enamel beads” so invoiced are “unfinished” jewelry dutiable a 
80 per cent under Paragraph 1428 of the 1922 Tariff Act. 

The importer in his protest claimed assessment at a low 
non-jewelry rate despite the fact that upon stipulation it wa 
agreed that the articles in question were “platinum, diamond, 
and enamel beads”—“spherical in shape’—“composed of plati- 
num base”’—“covered with black enamel and set with diamonds’ 
and that “diamonds constituted the elements of chief value’ 
and that “said articles have no other use than for stringing w 
part of a necklace.” 

The court decided that “unquestionably this merchandise js 
materials composed in chief value of earthy or mineral sub- 
stances and it is not specially provided for in the Tariff Act 
Diamonds are clearly an earthy or mineral substance. Upon 
such decision the court reversed the Collector and held the 
articles dutiable at 40 per cent ad valorem under Paragraph 
214 instead of 80 per cent as unfinished jewelry. Paragraph 
214 of the 1922 Act reads: 

“Earthy or mineral substances wholly or partially 
manufactured and articles, wares and materials (crude 
or advanced in condition) composed wholly or in chief 
value of earthy or mineral substances, not specially 
provided for whether susceptible to decoration or not, 
if decorated, 40 per cent ad valorem.” 

On Oct. 2, 1931, the same court again reversed the Collector 
of Customs at the Port of New York in favor of the same im 
porter who under protest made a claim similar to that of 192) 
on like articles plus a “clasp composed of platinum and dis 
monds.” 

The court held that again duty is assessable under Paragraph 
214 at 40 per cent and in its decision added that the clasp was 
dutiable at 55 per cent under Paragraph 348 instead of 80 per 
cent as jewelry. Paragraph 348 of ‘the 1922 Act reads: 

“Snap fasteners, and clasps, and parts thereof by what- 
ever name known, or of whatever material composed, 
not plated with gold, silver or platinum, and not 
mounted on tape, 55 per cent ad valorem.” 

This time the ‘Collector appealed from the decision of the 
court and the attorney general was ordered on Dec. 1, 1931, @ 
petition the highest court for a review. 

On October 31, 1932, the United States Court of Customs 
and Patent Appeals (highest court ‘having jurisdiction) su 
tained the importer’s protest and the matter is now closed. 

No feeling in this matter can be justified against the importet 
They have a right to bring in articles of foreign manufactur 
at the rate of duty most advantageous to them under the law 
However, a very decided feeling of disgust and outrage cal 
and should be had by American jewelry manufacturers again 


(Turn to page 46) 
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Bristol Seamless Ring Co. to Move to 
Larger Quarters 


The Bristol Seamless Ring Co., manu- 
facturers of wedding rings, 123 Liberty 
St. New York, announces the removal of 
its factory and offices to 71 Nassau St., 
Jan. 1. The new quarters on the 15th 
foor will provide larger space. 


F. J. Hausner 


Irnaca, N. Y.—Frederick J. Hausner, 
65, who for 27 years conducted a jewelry 
store at 205 E. State St., died unexpected- 
ly on the evening of Dec. 9 at his home, 
517 E. State St. 

Mr. Hausner had been in apparently 
good health and was taken ill suddenly. 
A physician was called, but Mr. Hausner 
failed to respond to the treatment. Death 
was attributed to heart trouble. 

Mr. Hausner was born near Cayuta- 
ville March 9, 1867, and spent the early 
days of his life in that section. He at- 
tended school in that village and later 
graduated from Ithaca High School. 

As a young man he went to work with 
Collingwood B. Brown, who for years 
conducted a jewelry store here. Mr. 
Hausner became interested in the busi- 
ness and after his employer closed out, he 
opened a store of his own at 205 E. State 
St. which he continued until a year ago 
when he retired. He continued to conduct 
a repair business at his home, however, 
and many of his former customers visited 
there. 

Besides his widow, he is survived by 
one son, George Hausner, of this city. 


Crockett, Cal., Jeweler Slain in 
Bandit Raid 


CrocKETT, CAL.—Bandits, who savage- 
ly attacked their victim, murdered a 
wealthy Crockett jeweler Dec. 5 and 
escaped with diamonds, jewelry and cash 
estimated at more than $15,000. 

The victim was H. L. Whited, 65, 
whose store is across the street from the 
Crockett railroad station. Whited failed 
to appear when Elwyn Jensen, an early 
customer, entered the store. Jensen found 
a pool of blood on the floor, saw the safe 
door swinging open, and called Constable 
J. J. Meaney. 

Whited’s body was in the workroom 
back of the store. His throat had been 
slashed three times, apparently with a 
razor, and a blow from a heavy instru- 
ment had inflicted a multiple fracture of 
the skull. Deputy Sheriff J. M. Joseph 
of Contra Costa county, who took charge 
of the investigation, said evidence indi- 
cated Whited had been killed by two men. 

The murder occurred between 8.20, 
when Whited greeted acquaintances on 
his way to the store, and 9.30, when Jen- 
sen arriyed. Authorities believe that the 
bandit or bandits waited outside until 
Whited had opened his safe and was 
placing the contents in the display cases. 

Whited is survived by his widow, Mrs. 
Bertha Whited, and two daughters, 
Esther, of Washington, D. C., and Miss 
Margery Whited, a Crockett school 
teacher. 
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MANCHESTER 


STERLING 
SELLS 


Fine Quality ~ Low Prices ~ 
MOST FOR THE MONEY 











ILLUSTRATION ONE-QUARTER SIZE 


No. 799 


Sterling Silver Water Pitcher 
$36.00 LIST—TAX PAID—KEYSTONE DISCOUNT 


Tas business is built on value-giving—and 
nothing else. There is not a frill in the pic- 
ture—just good merchandise produced by a 
know-how organization and sold on a close 
margin. 

This 2-quart Water Pitcher is typical. The de- 
sign is pleasing—the finish, superb—the price, 
exceedingly attractive. Sample it and you'll 
order a stock. A request will bring the Man- 
chester catalogue showing 11 flatware and doz- 
ens of hol'owware patterns. 


ANCHESTER 
SILVER COMPANY 


4 PROVIDENCE . . RHODE ISLAND 
35 














Events of the 
Month in the 
Jewelry Trade 











| 


JCWELERS CIRCULAR 
“WSs 











Doings of 
Associations and 
Other 
Trade Activities 














VOL. 103 


JANUARY, 1933 


en 


NO. 


te 





Jewelry Tax Fight Marks Time 





Plans of the Industry May Vary According to the Attitude Taken 

on Taxes at the Present Session of Congress—Chairman of Gen- 

eral Tax Committee Explains — Now Being Done by that 
Body 





The plans of the jewelry trade to fight 
the present obnoxious excise tax are still 
in abeyance because no definite line of 
action can be decided upon until the jew- 
elers know exactly what Congress is 
going to do. 

If the present “lame-duck” session at- 
tempts to modify the Revenue Bill, by the 
introduction of a sales tax of any kind, 
the jewelers will be on deck to first, see 
that the present taxes on special indus- 
tries are wiped out and that no discrim- 
inatory features affecting particular 
industries will appear in the new bill. If, 
however, the present session dodges the 
question of the new taxes, the trade will 
be on record as attempting to repeal the 
jewelry tax section alone, although it is 
realized that nothing can be done effect- 
ively now on this line. 

However, should the tax bill be intro- 
duced that would leave the present dis- 
criminatory taxes, the jewelers will fight 
the measure bitterly together with other 
industries affected. But, as said before, 
definite plans of action are still awaiting 
a knowledge of what the present session 
will attempt to do or what the Democratic 
administration will propose if the matter 
is deferred until next March. 

In speaking of the plans of the Special 
Committee on Taxation of the Jewelry 
Industry, and its present work, G. H. 
Niemeyer, in an interview just before 
THE JEWELERS’ CIRCULAR went to press, 
said: 

“At this writing, there is no certainty 
as to what Congress will do with taxes 
during this session. Despite newspaper 
reports, latest advices from reliable 
sources in Washington indicate that Con- 
gress will not reconsider the Revenue Act 
of 1932 during the present short session. 
This means that°the 10 per cent tax on 
jewelry will remain in effect for some 
time to come. 

“Naturally we all feel we must do 
something about these burdensome taxes, 
but we must also realize that it isn’t sen- 
sible to agitate a question too strongly at 
the wrong time. 

“While your Tax Committee has not 





been broadcasting its activities in detail, 
it has been on the job. We are in con- 
stant commupication with our representa- 
tives in Washington, have held numerous 
conferences with Treasury and Tax De- 
partment officials, and have established 
a mutually advantageous contact with tax 
officials which should enable us to finally 
eliminate the most objectionable features 
in the present law. At the request of the 
Department, we are furnishing them with 
information and facts concerning our in- 
dustry which should be mutually benefi- 
cial. 

“Even though Congress may not con- 
sider tax legislation during the present 
session, your Committee proposes to pre- 
sent a memorandum to each member of 
Congress early in January, repeating our 
fundamental objections to this tax, point- 
ing out its inequalities, its unfairness, and 
administrative weaknessess as developed 
by its operation, and, of course, empha- 
sizing the fact that the small revenue 
derived is out of all proportion to the 
great harm it is doing our industry and 
the cost of collection of the tax. 

“It is unfortunate that the jewelry in- 
dustry cannot maintain a united front so 
far as interpretation of the law is con- 
cerned, but as various branches of the 
industry, and even parts of certain 
branches are in direct conflict with one 
another, your Tax Committee has found 
it necessary to remain neutral upon all 
controversial subjects. This does not pre- 
vent it, however, from working to elim- 
inate unreasonable application of the law 
which might be continued if a general 
manufacturer’s sales law were enacted to 
take its place. 

“There must, however, be ro division 
in the efforts of the industry to fight to 
a finish for the elimination of this tax, 
and it would not be in the interest of the 
trade to have a number of different 
agencies soliciting funds, hiring lawyers, 
and agitating conflicting policies which 
might jeopardize our ultimate success. 
The Tax Committee has competent legal 
advisors with varied experience in tax 
matters, and proper legislative contacts. 
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The Committee has money enough to do 
the immediate work required. We regret 
that our limited funds do not permit our 
engaging the various attorneys and others 
who have offered their services, but even 
if we had the money, we feel that the 
wholehearted cooperation of a few jewel- 
ers in every State is worth much more 
than a host of lawyers. 

“It has come to our attention that cer- 
tain Internal Revenue Department rep- 
resentatives have found fault with tax 
reports made by jewelers, based upon ad- 
vice given by this Committee. For ex- 
ample, a number of manufacturers were 
advised that exemption certificates ac- 
cepted by them on incomplete taxable 
articles sold for further manufacture 
were not acceptable. On questions such 
as this, raised by Collectors and their 
assistants, or on any doubtful points, your 
Committee will be glad to assit any 
jeweler if you will send us the facts.” 


Resolution to Repeal Jewelry Tax 
Introduced by Congressman Martin 


WASHINGTON, D. C., Dec. 19—Repre- 
sentative Martin, of Massachusetts, has 
introduced a resolution in the House to 
repeal the jewelry section in the present 
Revenue Law. The resolution, simply 
providing for repeal, has been referred 
to the House Committee on Ways and 
Means. Unless, of course, the unforeseen 
should happen, no action will be taken 
on the resolution at the present session of 
Congress. 


Contributions by the New York 


Jewelers to the Unemployment Fund 
Amounted to Over $21,000 


Official reports made to Arthur Lorsch, 
chairman of the Jewelry Division of the 
Emergency Unemployment Relief Com- 
mittee as THE JEWELERS’ CIRCULAR went 
to press, showed that contributions im 
hand to be $21,638. This came from 
388 subscriptions reported by the various 
division captains. 

The quota of the jewelry trade in New 
York was finally put at $25,000 and 
Chairman Lorsch and his committee cap- 
tains have been congratulated in almost 
reaching this large sum while working 
under unusual handicaps and difficulties 
compared to those in some of the other 
industries. 
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Pioneer Milwaukee Jewelers Announce 
Retirement From Retail Business in 
that City 


MILWAUKEE, Wis., Dec. 20—The Bunde 
& Upmeyer Co., pioneer Milwaukee jew- 
elers, 135 W. Wisconsin Ave., announces 
retirement from business after 52 years 
of successful jewelry merchandising here 
and is conducting a complete close-out 
sale of its stock. According to William 
H. Upmeyer, vice-president and treasurer 
of the firm, the decision to liquidate the 
stock came suddenly. Future plans of the 
principals are still indefinite and will not 
be available until early next year. The 
sale to close out the stock will be con- 
tinued possibly three or four months. 

Two years ago Louis Bunde, who is 
now 74, and Mr. Upmeyer, 75, celebrated 
the 50th anniversary of the founding of 
the firm. Many friends in the trade from 
all parts of the country came to Mil- 
waukee for this occasion. Both are well 
known nationally. Mr. Upmeyer has for 
many years been active in State and Na- 
tional retail jewelers associations and the 
National Jewelers’ Mutual Fire Insurance 
Co. Since 1901 the firm has maintained 
a New York office, dealing principally in 
Wisconsin fresh water pearls, but the de- 
cision to liquidate retail stocks in Mil- 
waukee will not affect operations there, 
Mr. Upmeyer said. 

Messrs. Bunde and Upmeyer opened 
their original shop in 1880, having previ- 
ously worked as journeymen. In 1887 
they opened their first store, which was 
enlarged five years later. In 1897 they 
moved into the Pabst building, taking 
space in the Mack Block six years later, 
and moving into the present location in 
the Plankinton building in 1917. The 
business was operated as a partnership 
until 1902 when it was incorporated under 
the present name. Mr. Bunde is presi- 
dent, Mr. Upmeyer is vice-president and 
treasurer, and Miss Caroline Bender, sec- 
retary. There are many veteran employes 
in the organization, some of them having 
been with the firm as long as 40 years. 


Schonholtz Convicted of Watch 
Dial Fraud 


Jacob Schonholtz, 30 years old, presi- 
dent of the Swiss Radium Dial Co., of 
30 Irving Place, New York, was fined $500 
Dec. 12 in the Court of Special Sessions 
for selling spurious watch dials bearing 
the name Bulova on them. He also was 
sentenced to serve six months in the work- 
house, but the sentence was suspended. 

Schonholtz is one of eight persons under 
arrest for similar offenses, Assistant Dis- 
trict Attorney Eugene B. McAuliffe told 
the court. During an investigation con- 
ducted by the District Attorney’s office 
spurious dials bearing the names of 
Hamiltop, Elgin and Waltham also were 
found to be on the market. 

In sentencing Schonholtz Judges Ray- 
fiel, Caldwell and Walling said that the 
public must be protected when buying 
goods which they assumed to be genuine 
because they bore the names of reputable 
companies. 

In passing sentence the court said: 

“The judgment of the court is that this 
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defendant pay a fine of $500 and in de- 
fault of payment thereof he is confined 
to the City Prison for 100 days; and, in 
addition thereto, the judgment of the 
court is that he be confined in the work- 
house for six months, but during his good 
behavior and because this is his first of- 
fense we are going to suspend the opera- 
tion of that sentence and hang it over his 
head. Now, you understand what that 
means? That means if you do anything 
at all that makes you guilty of a violation 
of the criminal law of this State within 
the next two years, you will serve that 
six months in the workhouse. It is a 
warning to your partners, if they are 
caught doing this thing in any particular 
that there will not be a suspended sen- 
tence because their associate has been 
convicted of this crime, and they will go 
to jail.” 





Broadcasting Apparatus Used at Jew- 
elry Auction Held Legal in Mobile 


MosiLe, ALA.—Judge David H. Eding- 
ton, in recorder’s court Monday morning, 
Dec. 5, ruled that use of a broadcast ap- 
paratus to transmit the words of an 
auctioneer from inside a store to the 
street is not a violation of the city ordi- 
nance providing against the use of 
mechanical devices, such as phonographs, 
on thoroughfares. 

The opinion was handed down in the 
case of L. S. Ludlow, operator of the 
“broadcaster” used at the Gabriel jewelry 
company auction, who surrendered to po- 
lice so that an authoritative ruling on the 
question might be obtained. Someone had 
complained that operation of the broad- 
caster was unlawful. Moses Kohn, rep- 
resenting Ludlow, contended that the or- 
dinance pertains to “canned” sound, 
while his client’s instrument diffuses 
actual spoken words by means of a 
microphone. 


Colombia Seeks Bids on Operation of 
Government Emerald Mines 


WasuincrTon, D. C., Dec. 20—Word has 
been received by the Department of Com- 
merce through the Diario Oficial that the 
government of Colombia is disposed to 
receive bids for the exploitation of gov- 
ernment owned emerald mines and for 
the cutting and sale of the stones. The 
official anouncement reads: 

“The Minister of Finance and Public 
Credit announces that, in accordance with 
the resolution adopted by the Advisory 
Board of the Ministry in its meeting, he 
is disposed to hear proposals from na- 
tional or foreign persons or entities for 
the exploitation of nationally owned 
emerald mines and for the cutting and 
sale of stones or for any of these matters 
separately.” 


Platinum Market 
Platinum prices, as of Dec. 21, were 
officially quoted as: 


SEE Liccsctcnosvbdivecacawedesakenanas $30.00 

Containing 5 per cen iridium............ 31.00 

Containing 10 per cent iridium........ 32.00 

DUM eC ee tkswedateieauNeawancawabs 50.00 

WOME i cicdercaQaaaecseveeuncenearé 20.00 
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Protest of Sterling Silversmiths Guild 
Holds up Imports of “Antique” 
Silverware 


WasuinctTon, D. C., Dec. 21—Commis- 
sioner of Customs Eble has notified cus- 
toms collectors throughout the country to 
suspend at all ports, liquidation of entries 
of silverware claimed -free of duty as 
“artistic antiquities” pending judicial de- 
termination of classification. 

This resulted from the action of the 
Sterling Silversmiths Guild of America 
which protested the decision of the Treas- 
ury Department published last March, 
admitting silver articles of general utility, 
free of duty, as “artistic antiquities” when 
they are more than a 100 years old. 

On Nov. 16, the Guild filed a protest 
with the Collector at New York against 
the liquidation on Oct. 17 of an entry 
covering “antique” silverware made prior 
to 1830, and in view of this fact Com- 
missioner Eble has notified all collectors 
to hold up all unliquidated entries of 
merchandise of this kind brought in under 
the Treasury decision in question until 
this case is decided. 


Dissolution of Mail Order Company 
Leads to Dismissal of F. T- C. 
Complaint 


WasuHincTon, D. C., Dec. 16— The 
Federal Trade Commission has dismissed 
a complaint charging Jason Weiler-Baird 
North & Co., Inc., of Boston, dealer in 
jewelry and gift articles, with misrepre- 
sentation of the character of its business. 

Dismissal is based on the fact that the 
firm has been dissolved since issuance 
and service of the Commission’s com- 
plaint in this proceeding. 


Herman C. Stern 


Cuicaco, Dec. 19—Herman C. Stern, 
well known retail jeweler of this city, 
died of pneumonia Dec. 17, at his home, 
6915 Cornell Ave., after a brief illness. 

Mr. Stern was born in Georgia on 
Aug. 27, 1872, and came to Chicago with 
his parents at a very early age. When a 
young man he entered the jewelry trade 
and for more than 35 years had conduct- 
ed a retail business here. 

Always interested in the welfare of the 
industry he was active in association 
affairs, both local and national. For 
many years he was secretary of the IIli- 
nois Retail Jewelers’ Association and of 
the Greater Chicago Jewelers’ Associa- 
tion. He was one of the best known 
retailers in this section of the country. 

In both his business and association 
affairs he was assisted by his wife Mrs. 
Hennye Hexter Stern who survives him. 
He is also survived by one brother, 
Charles A., who lives in Cincinnati. 

Mr. Stern was also prominent in local 
civic affairs and in Masonic activities. 
The funeral was conducted from the 
Furth Chapel at 47th and Engelside, Dec. 
20. 








Jewelers Warned of New “Racket” 


Worcester, Mass.—Police have been 
instructed to notify all jewelers on their 
beats of a “racket” being worked in other 
cities on jewelry store managers. 

Small stores where there is only one 
person in charge, usually are chosen. 
The manager receives a fake telephone 
call and is asked to go to a nearby store 
to accept a telephone call. While he is 
away the store is robbed. 

The racket was worked recently in 
Lowell and $2,000 worth of stock was 
stolen, according to word received by 
Worcester police. 


Gold Robbers Who Held Up Brooklyn 
Refining Plant Sentenced 


Three of the five men convicted of 
stealing gold nuggets from the smelting 
plant of Kastenhuber & Lehrfeld in 
Brooklyn, were sentenced to 40 years each 
in Sing Sing by County Judge Franklin 
Taylor in Brooklyn, Dec. 5. 

They were Jacob Cohen, 32 years old, 
of 1098 Simpson St., Brooklyn; Frank 
Hendrecjak, 31, of 35 Hudson Ave., Brook- 
lyn, and William Kaplan, 23, of 322 Rod- 
ney St., Brooklyn. They were sentenced 
as second offenders. The fourth robber, 
Jacob Charee, 28, of 1657 Montgomery 
Ave., the Bronx, refused to admit being 
a second offender and sentence was de- 
ferred. Jacob Kaplan, 28, brother of 
William Kaplan, was sentenced to 15 to 
35 years as a first offender. 


Bandit Captured in Attempted 
Store Hold-up in Philadelphia 


PHILADELPHIA, Pa—After a _ chase 
through crowded streets and a short, 
sharp fight, police Dec. 8 arrested a young 
man as one of two men who, a few min- 
utes before, had beaten Frank Landsberg, 
50, a jeweler, in an attempt to rob his 
store at 305 South St. 

Landsberg was standing in the doorway 
of his shop when one of the men ap- 
proached and asked to see a wrist watch 
band. Landsberg took him in the store. 

As he did, the second man entered. 
Both men drew pistols and forced the 
jeweler to open the safe. Nothing of 
value was found. The men, enraged, 
dragged Landsberg into a back room and 
placed him on a chair, threatening to 
beat him unless he told where money or 
valuables were hidden.. 

Landsberg shouted for help. 

“Let him have it,” said one of the men, 
and both hit him on the head with the 
butts of their pistols. He was struck four 
times, but he kept on shouting for help. 

Frightened by his cries, the men fled. 
They were seen leaving the store by Pa- 
trolmen Cocozza, of the 3rd and Delancey 
Sts. station, and William Dickinson, of 
the 7th and Carpenter Sts. station, who 
gave chase. 

One man eluded his pursuers. The 
other tried to escape by dashing into a 
restaurant on South St. above 2nd. When 
the policemen closed in on him, he at- 
tempted to draw his pistol, but a blow on 
the head subdued him. His pistol was 





fully loaded and five extra cartridges 
were found in a pocket. 

Landsberg was treated at Pennsvlvania 
Hospital. 


Warnings as to Gems 


Jewelers generally will be interested in 
a warning sent out recently by the Geneo- 
logical Institute of America from its head- 
quarters at Los Angeles, Calif., which 
reads: 

“Attempts made to sell to manufactur- 
ing jewelers a ‘new gem stone almost as 
hard and brilliant as diamond’ resulted 
in the presentation of samples to us. These 
were actually being imported from 
Asia through the port of Los Angeles, 
but upon examination they proved to be 
synthetic sapphires, colorless and of golden 
and light chrysolite color, perhaps selected 
for the unusual shapes of the enclosed 
bubbles which were somewhat irregular 
in appearance.” 

Another warning by the Institute reads: 

“Many members have been warned 
previously that some firms were selling 
the ordinary emerald triplet with top and 
bottom of aquamarine-like beryl as ‘Aqua- 
marine Emeralds.’ A clever story accom- 
panied these which left the impression (al- 
though the definite statement was not 
made) that they were genuine aquama- 
rines in which the color has been arti- 
ficially deepened by a heat process. A 
story of such artificial change of beryl 
color had previously gained circulation, 
but whether the same group was originally 
responsible for report is not known.” 


New York Jewelry Store Robbed by 
Three Bandits 


Gunmen looted the Henry J. Nockin 
jewelry store at 216 W. 85th St, New 
York, just off Broadway, on Nov. 30 after 
they had bound and gagged with sash 
cord and adhesive tape, four men and a 
woman. A woman passerby saw the rob- 
bers at work and called the police but 
by the time they arrived the bandits had 
fled with an assortment of rings, gems 
and watches valued by Mr. Nockin at 
$20,000. 

The bandits entered the little store 
shortly before 3 o’clock. One of the men 
had visited the store the day before and 
placed a deposit on a $10 seal ring. He 
paid the balance on a visit on Nov. 30 
and then asked for a guard ring. Henry 
Nockin, Jr., his wife, Gladys, and a watch- 
maker were in the store. When Mr. 
Nockin offered the guard ring to his 
customer, he found himself confronted 
by three pistols. 

After binding and gagging their vic- 
tims, the robbers thrust them behind the 
partition at the rear of the store. A mo- 
ment later, Henry Nockin, owner of the 
store entered. He was also bound and 
gagged. Again the holdup was inter- 
rupted, the last visitors being the Rev. 
Robert Campbell, a Presbyterian minis- 
ter from Westhaverstraw, N. Y., and a 
watch salesman from Ringen Bros. of 
170 Broadway. Mr. Campbell was rob- 
bed of $15 and the watch salesman of a 
case containing two trays of sample 


38 





watches. Then they were also tied ang 
thrust into the rear room. 

The robbers left hurriedly. The police 
are working on the case but no arrests 
have been reported. 


L. Fritzsche 


IrnvincTon, N. J.—Lebrecht Fritzsche, 
president of L. Fritzsche Co., many. 
facturer of jewelry in Newark, died Deg, 
12 at his home here, 50 Maple Ave. He 
had been ill for nearly a year. 

Mr. Fritzsche, who was 67 years old, 
was born in Germany and was brought 
by his parents to this country when he 
was 2 years old. 

Mr. Fritzsche was a charter member of 
the Steuben Club in Newark and was a 
member of the Arion Singing Society, 
Newark Turn Verein and _ Gottfried 
Krueger Club. He is survived by three 
sisters. 


Jewelry Made by Indians Exempt 
From Taxation 


WASsHINGTON, D. C., Dec. 7.—The Bu- 
reau of Internal Revenue has ruled that 
jewelry manufactured by Indians is 
exempt from tax payment under the pres- 
ent Revenue Law. Ruling on the tax- 
ability of jewelry manufactured or pro- 
duced by Indians the Bureau says: 

“Section 624 of the Revenue Act of 
1932 provides that no tax shall be imposed 
under Title IV of that Act on any 
article of native Indian handicraft manv- 
factured or produced by Indians on In- 
dian reservations, or in Indian schools, 
or by Indians under the jurisdiction of 
the United States Government in Alaska. 

“Since some Indians manufacture. silver 
articles, including a number of articles 
commonly known as jewelry, the question 
is raised whether the sales of such articles 
manufactured by Indians living on allot- 
ments of land come within the terms of 
the law. 

“All Navajo Indians on allotments of 
land adjacent to the Navajo Reservation, 
who are subject to the supervision, con- 
trol, and jurisdiction of the respective 
Navajo Indian agencies as well as those 
on the reservation proper, are considered, 
for the purpose of Section 624 of the 
Revenue Act of 1932, as “Indians on In- 
dian reservations.” Therefore, all articles 
of native Indian handicraft manufactured 
or produced by the Indians living on allot 
ments of land of the character indicated 
are exempt from the tax imposed by Sec- 
tion 605 of the Revenue Act of 1932.” 


It seems hard to believe that from an 
old floor which showed not the slightest 
glimmer of the yellow metal, the Eastern 
Smelting & Refining Co. of Boston, Mass., 
extracted $5,000 in gold. The floor, how- 
ever, was one sent it by a jewelry man- 
ufacturer simply to be burned and smelted 
until the invisible content of gold was 
refined and recovered in the form of 
nuggets. That was a rather high yield, 
according to Mr. Alperin, but it is cus 
tomary among jewelry manufacturers to 
tear up their floors from time to time to 
get the gold from them. 
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Arthur A. Everts Co., Dallas, Tex., 
to Move to Larger Quarters 


DatLas, TEx.—Announcement of the re- 
moval of Arthur A. Everts Co., jeweler, 
for 25 years located at Main and Murphy 
Sts., to 1612-15 Main St. early in February, 
has been made by Arthur A. Everts, pres- 
ident. 

The building to be occupied by the 
Everts company is to be redecorated and 
remodeled. The firm will occupy three 
floors, including 13,500 square feet of 
space. The exterior of the store will have 
a solid marble front, extending up to the 
second floor. 





Middletown, Ohio, Jewelry House 
Asks Injunction Against Auction Ban 


CINCINNATI, Dec. 10—City officials of 
Middletown, Ohio, were enjoined from in- 
terferring with the auction sale that is be- 
ing conducted by the Spencer Jewelry Co. 
in its store on Central Ave. A temporary 
injunction was issued by Judge Robert R. 
Nevin in U. S. District Court here Friday 
on the application filed by Louis S. Dane- 
man and Joseph H. Goldberg, partners 


* of the jewelry firm. 


The injunction was granted, however, 
on condition that the partners file a sworn 
inventory of the stock to be sold with 
municipal authorities; also a copy of the 
auctioneer’s license and to execute a bond 
for $2,500 with two or more personal 
sureties or a bonding company, as in- 
demnity to any person who may suffer loss 
by reason of any misrepresentations in 
the sale of any of the merchandise offered. 

A hearing for a permanent injunction 
will be held at Dayton, Ohio, Dec. 21. 





Phillip Silbermann 


The death, November 9, in New York, 
of Phillip Silbermann, a retired manufac- 
turing jeweler and formerly head of the 
firm of Silbermann, Kohn & Wallenstein, 
caused sincere regret to*his many friends 
throughout the industry, for though he 
had nominally quit business several years 
ago, he still continued to make his head- 
quarters with the old concern and to keep 
in touch with associates and former cus- 
tomers throughout the country until a 
few days before his death. 

Mr. Silbermann was a native of Rou- 
mania, born 71 years ago and before com- 
ing to the United States in 1887 had 
learned the jewelry trade in his native 
country in all its branches. A few years 
after arriving here, with Fred Sulzberger, 
he formed the firm of Sulzberger & Silber- 
mann, manufacturing a line of mountings. 
He built up a successful business and in 
1901 with Murray Kohn and Milton Wal- 
lenstein started the business of Silber- 
mann, Kohn & Wallenstein, in which he 
remained” the active head until his re- 
tirement in 1925. But his retirement was 
only official and his interest in the concern 
and in the jewelry trade in general re- 
mained until he was stricken about two 
weeks before he passed away. 

Throughout his career, Mr. Silbermann 
was highly regarded for his many like- 
able qualities and respected for his busi- 
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ness ability. The friendships he made 
were strong and lasting and his loss is 
keenly felt. 

Mr. Silbermann’s wife died about four 
years ago. He is survived by two daugh- 
ters, Mrs. Sady Kramer and Mrs. Becky 
Tausick: 





Detroit Credit Jewelers Combine 
Their Advertising 


An innovation in advertising which 
has occurred in Detroit has caused con- 
siderable comment in the jewelry trade. 
This is in the form of a page announce- 
ment by three prominent credit jewelers: 
Cole & Erwin, Simmons & Clark and 
Gerson’s, who advertise the same products 
at the same prices, offering a baguette 
watch free with a diamond purchase of 
$29.85 or over. To counteract big space 
used by other jewelers who are featuring 
cut price sales, these three firms banded 
together to meet this competition by ad- 
vertising cooperatively in a way that they 
used space as large or larger than any 
competitor and dominated in the adver- 
tising pages of the mediums used. 

The advertising was in charge of the 
Simons-Michelson Co. and the experiment 
is being watched carefully both in the 
jewelry and advertising world. If it is 
found to prove practical and successful 
it will probably be followed in other 
quarters. 





Four Gunmen Rob New York Jewelry 
Store and Escape Police 


Four men escaped in a crowded Broad- 
way traffic on Dec. 6 after a carefully 
planned holdup of a jewelry store be- 
tween 84th and 85th Sts.. New York, 
which netted them watches, rings, brace- 
lets and unset stones valued about $35,000. 
As the three men, who had entered the 
store owned by Herbert L. Berrent, 2333 
Broadway, ran from the building into 
their waiting car, the police alarm siren 
was already sounding a call for police 
on duty in the district but the robbers 
were lost in traffic before any pursuit 
could be started. 

The police obtained the license num- 
ber of the car used by the holdup men 
and detectives in command of Inspector 
Francis Kear of the Detective Division 
at Police Headquarters, were at work 
on the case 15 minutes after the robbers 
escaped. 

Preparations for the robbery started 
about 20 minutes before the actual hold- 
up, when a large black sedan parked in 
front of Mr. Berrent’s home at 221 W. 
83rd St. When Herbert Berrent, Jr., left 
the house on his way to the store, two 
men walked to his side. They asked him 
if he were Herbert Berrent and when 
he replied in the affirmative, they said, 
“Fine, we are going to take a little ride.” 

The jeweler noticed that each of the 
men was holding a gun. A fourth man 
was waiting at the store and leaving 
the driver of the car at the wheel, they 
forced the young man into the store. 
There they found the owner of the store, 
a clerk, a watchmaker and a customer. 
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All of these were driven to the rear of the 
store and were instructed to act as though 
nothing were happening. They were 
kept covered by one of the gang while 
his assistants removed from the safe in 
the rear a quantity of jewelry and 
watches. The gunmen then instructed 
their prisoners to remain silent and 
quickly made their escape. 





Jewelry Thief Sentenced 


Otto L. Hinrichs, formerly of Kansas 
City, Mo., a 50-year-old man, who is 
described as a cultured jewelry salesman, 
entered a plea of guilty on an indictment 
charging granu larceny and was sen- 
tenced on Dec. 6 by Judge Levine in the 
Court of General Sessions to serve a term 
of not less than two or more than 10 
years in the New York States Prison. 

Hinrichs was in the employ of the jew- 
elry corporation of Morris Kaplan & Sons, 
21 W. 46th St., New York, as a travel- 
ing representative and in December, 1930, 
left this country after disposing of a valu- 
able stock of merchandise without making 
any restitution to his employers. 

Through the aid of the New York City 
Police Department and the abie assist- 
ance of Captain Coy of the Detective 
Division, Hinrichs was located and ar- 
rested in Berlin, Germany, this past sum- 
mer and extradited to New York to be 
punished for his crime. The jewelry con- 
cern requested mercy of the court and in 
rendering his sentence, Judge Levine ex- 
plained to Hinrichs this request by his 
former employers and that the term im- 
posed would be lenient on that account. 





Burglars Get Diamond Rings From 
Rochester, Minn., Jewelry Store 


RocHesTerR, Minn. — Approximately 
$1,000 worth of diamond engagement 
and wedding rings were stolen from the 
display window in the Henry Bickle 
jewelry store, 21 Second St., on the evening 
of Dec. 5. The front door was forced 
with a jimmy. 

The loot taken included seven diamond 
engagement rings and two diamond wed- 
ding rings. No other merchandise in the 
display window or the store cases was 
disturbed. In the display window from 
which the diamonds were taken were 12 
watches, 15 men’s rings, beads and neck 
ornaments, but they were left untouched. 





Importer Wins Protest 
WasuincTon, D. C., Dec. 8—The cost 


of a container is no part of the assessed 
value of imitation solid pearl beads, the 
United States Court of Customs and Pat- 
ent Appeals has found in the case of L. 
Heller & Son, Inc., against the United 
States. 

The importer protested that the cost 
of the container was no part of the ap- 
praised value of certain imitation solid 
pearl beads, but that it was added by the 
collector in determining the~rate of duty 
at which the merchandise should be as- 
sessed. The United States Customs 
Court overruled the protest but the Court 
of Appeals reversed that judgment. 
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PROVIDENCE: 


Happenings in the New England Territory 


The Princess Ring Co., Inc. has 
amended its charter changing its name to 
The Majestic Ring Co. Inc. 

J. Thomas Inman of Attleboro is in 
Florida where he will spend the winter 
months at his estate at Cocoa. 


Henry G. Thresher, of Waite-Thresher 
Co. was the recipient of a gold 50-year 
membership medal from What Cheer 
Lodge of Masons, Providence. 


Daniel J. Lowney of 224 Ives St., has 
filed statement at the City Hall that he 
is proprietor of the Costume Jewelry 
Mfg. Co., 109 Friendship St., Providence. 


Leo Kritchbaum of L. Kritchbaum Co., 
Providence, who has been in a hospital 
from a nervous breakdown since Thanks- 
giving, is reported as improving. 

The Aurora Jewelry Co., 623 Atwells 
Ave., Providence, is owned and conducted 
by the Uncas Manufacturing Co., of 
which N. Sorrentino is president and 
treasurer; Katie Sorrentino, vice presi- 
dent and M. Johnson, secretary. 


G. Morville & Sons Inc., of Providence, 
has been granted a charter with a capital 
stock of 200 shares of common no par 
value stock. The incorporators are: 
Philip R. Goldberg, Geo. M. Goldberg 
and E. Hartley. 


At the municipal election on Dec. 6, of 
the five Councilmen elected four are 
manufacturing jewelers—Stephen H. Gar- 
ner of the General Findings & Supply 
Co., Joseph F. Rioux of Bliss Bros. Co., 
Thomas G. Sadler of Sddler Bros. and 
James V. Toner, of Saart Bros. 


A decree has been entered in the 
Superior Court at Providence appointing 
Horance M. Peck secretary of the Manu- 
facturing Jewelers’ Board of Trade, as 
permanent receiver of The Jewelers’ Sup- 
ply Co., 1144 Eddy St., under bond of 
$5000. The receivership was established 
upon petition of Frank E. Farnham, 
president of the concern following a vote 
of the stockholders to dissolve the cor- 
poration and liquidate the business. 


The General Chain Co., of 162 Clif- 
ford St., Providence, is moving its plant 
to the Whiting building on Broad St., 
North Attleboro in the quarters formerly 
occupied by Sturtevant & Whiting. Ac- 
cording to general manager, E. H. Cum- 
mings, it is expected to be settled in the 
new plant soon after the new year. The 
General Chain Co., of which Mr. Cum- 
mings is also president, has been in busi- 
ness for the past 15 years, manufacturing 
a complete line of chains. 


John A. Welch, widely known in the 
jewelry trade having been for many 
years local correspondent for THE 
Jewe ers’ CIRCULAR when it was a weekly 
publication, and dean of the newspaper- 
men in the Attleboros, died on Dec. 2 in 
the Sturdy Memorial Hospital, where he 
underwent an emergency operation on 
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Nov. 26. He was 64 years old. He had 
been in failing health for several months, 
He was active in Republican politics and 
a member of the party’s city committee, 
He was a member of Attleboro Lodge of 
Elks and of Pythagoras Lodge, Knights of 
Pythias. His widow and four children 
survive him. 


Jewelry Design Class of Providence 
Trade School 


ProvipENCcE, R. I., Dec. 15—The jewelry 
design class of the Providence Trade 
School, held during week day evenings 
at the old Bridgham school building this 
winter under the auspices. of the Proyj- 
dence Public School Committee, is com- 
posed of 44 young men and women who 
are engaged in the manufacturing 
jewelry industry of this city in the day 
time and who are seeking to better them- 
selves by the acquiring of special knowl- 
edge pertaining to the industry. Lawrence 
M. Bayan, director, considers that the 
present class is one of the best which the 
school has had since he has been con- 
nected with the institution. 

Mr. Bayan this season has introduced 
a new feature which is attracting much 
interest. He has arranged with practical 
men in the jewelry industry who are ex- 
perts in their lines to give brief talks to 
the members of the class touching thé 
subjects in which they are particularly 
interested. Recently, for instance, George 
Brant, a mechanical engineer with the 
Speidel Corporation, discussed “Steel and 
Its Application to the Jewelry Industry.” 

In the Providence district, where the 
jewelry produced gs largely made under 
the mass production system, the jeweler 
must know something of the character- 
istics and capabilities of the kind of steel 
used in the making of dies. Without this 
knowledge, the jeweler is at a disad- 
vantage, because he is likely to choose the 
wrong steel for his tools, with the result 
that there are breakdowns during stamp- 
ing operations and consequent increase in 
costs. Mr. Bayan made clear to the class 
through the use of blackboard illustra- 
tions, the characteristics of different kinds 
of tool steel, showing how and why the 
dies break down under production. 

As a practical illustration of what may 
be done with machinery in the mass pro- 
duction, Mr. Bayan displayed a bracelet 
made of sterling silver and set with bril- 
liants, a replica of a hand-made bracelet 
set with diamonds which retails in the 
larger jewelry retail stores at $500. The 
original was hand-made in every partic- 
ular, requiring some 22 operations. By 
the use of stamping machinery and prop- 
erly made dies, the operations have been 
greatly reduced and the replica is now 
made to retail at $1.98. 

Illustrations are presented of pupils 
accomplishments with original designs. 
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NEW YORK: 


Jewelry News of the Metropolitan District 


Bernard Goldberg, 1465 First Ave., has 
been holding an auction sale. 


The business of Kosover & Radin, 65 
Chrystie St., has been incorporated. 


The business of Bernard Eisenberg, 
179 Smith St., Brooklyn, has been in- 
corporated. 


Herman L. Lindeman, 5736 Myrtle 
Ave., Brooklyn, has sold out to Henry 
Webel. 


Henri Mandelbaum & Son, importers 
of Diamonds, have moved their offices 
from 580 Fifth Ave. to 2 W. 46th St. 


Kaplan, Sinclair & Bachner, 161 Canal 
St, has been succeeded by Sinclair & 
Bachner. 


The business of Julien F. Adler & Co., 
256 Fifth Ave., was sold on Dec. 5 under 
the Bulk Sales law to a corporation known 
as Julian F. Adler, Inc. 


B. F. Hirsch, Inc., manufacturing jew- 
eler, 64 W. 48th St., announce that Albert 
Bookbinder will represent them in New 
York City and eastern territory. 


Marcus Feldman, for over 25 years in 
the diamond jewelry business, is again 
making his headquarters at the same ad- 
dress, 562 Fifth Ave. (Room 700). 


Louis Cutler, of Freudenheim Bros., 2 
Maiden Lane, was installed Dec. 15 as 
master of Shakespeare Lodge No. 6, F. & 
A. M., to serve for the year 1933. 


S. Bernard delivered a lecture on the 
“Romance of Time,” which was _illus- 
trated with stereopticon pictures, on Tues- 
day evening, Dec. 6 before the Hamilton 
Community Council, 503 W. 145th St. He 
lectured on the same subject Wednes- 
day evening, Dec. 21, at the 23rd St. 
Y.M.C.A., near Seventh Ave. 


The annual meeting of the American 
Jewelers Protective Association will be 
held on Jan. 25 at the headquarters, 17 
W. 45th St. Reports will be submitted 
and officers and directors elected. 


The annual meeting of the Brotherhood 
of Traveling Jewelers will be held Jan. 7, 
1933, at 2 p.m. at the New York Athletic 
Club. The annual meeting of the Travel- 
ing Jeweler’s Association will follow that 
of the Brotherhood. 


The firm of Selikoff & Schapiro, manu- 
facturers of jewelry findings, 32 Fulton 
St., has dissolved partnership. David 
Schapiro will continue in the same busi- 
Ness under his own name at the same 
address. 


A. Feldstein of Feldstein & Mandel- 
kern, Inc., importers of diamonds, 17 
John St., returned recently after a three- 
months’ purchasing trip to the diamond 
markets of Europe. 
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Two men, including an employee of the 
United States Appraisers Stores, and two, 
who have served terms in Atlanta Peni- 
tentiary, have been indicted by a Federal 
Grand Jury in Manhattan on a charge of 
smuggling Swiss watch movements. 


Three young robbers held up the jew- 
elry store of Pasquale Sapienza at 761 
Morris Park Ave., the Bronx, about 10.30 
o’clock on the night of Dec. 12, took $50 
in cash and $750 in jewelry and escaped 
in an automobile waiting outside. 


Stephen Varni, of the Stephen Varni 
Co., delivered a brief address on the cut- 
ting and polishing of gems before the 
Academy of Natural Sciences, Philadel- 
phia. His address went into detail both 
as to cabochon and facetted cuts. 


George Frey, traveling representative 
for A. L. Lindroth Co. and the Plainville 
Stock Company, with offices in 21 Maiden 
Lane, left Dec. 26 on an extended trip 
through the Middle West showing new 
spring lines to the wholesale trade. 


The regular monthly meeting of the 
New York Jewelers’ Benevolent Associa- 
tion was held on the evening of Dec. 6 
at the Proctors Lodge Rooms at 148 E. 
58th St. “What’s Wrong With Business 
and Why?” was the topic of discussion 
at the meeting. 


Salesmen for Bernard Rice’s Sons, Inc., 
325 Fifth Ave., start out the first of the 
year to the following territories: Lester 
Nathan, the South; Walter Rosenthal, 
Middle West; Gabriel Sulzer, the Pacific 
Coast; Lester M. Guiterman, the East 
and Martin Fried, the Northwest. 


L. & M. Kahn & Co., importers and cut- 
ters of diamonds, whose offices and fac- 
tory are now at 6 W. 48th St., announce 
the removal of their offices to 608 Fifth 
Ave. about Jan. 23. About the same time 
the cutting works will be moved to 64 
W. 48th St. 


The annual meeting of the Jewelers’ 
Security Alliance will be held the last 
Friday in January at the headquarters of 
the organization, 15 Maiden Lane, at 
which time officers and three directors 
will be elected. Reports of the past year’s 
work will also be submitted. 


Jack M. Kelsey, formerly traveling rep- 
resentative for the Waltham Watch Co., 
is now representing the American Watch 
Distributors, New York City and Roches- 
ter, N. Y. He will leave the early part 
of January on an extended trip through 
the East showing a new line of electric 
jump clocks. 


The recent referendum of the Jewelers’ 
24 Karat Club regarding a banquet or 
dinner this month having resulted in an 
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overwhelming vote that such dinner or 
banquet be omitted during the year 1933, 
it has been decided to hold the annual 
Beefsteak Dinner (for members only) on 
Tuesday, Jan. 24, instead of in April as 
heretofore. 


Mrs. T. Leveridge, of the firm of A. D. 
Leveridge, importers of diamonds, 12 E. 
4th St., arrived from Paris on the Presi- 
dent Harding, Dec. 16, to visit the firm’s 
friends and customers. Her son will come 
from Antioch College to be with her dur- 
ing the holidays. Mr. Leveridge remains 
jn Europe with a younger son, and will 
make his visit to America later. 


Arthur H. Schmitt, who was formerly 
with Hayden W. Wheeler & Co., 58 W. 
40th St., for 16 years and for the last 
three years with Powers & Mayer, at the 
same address, has recently joined the 
Wilson Sales System, Stott Bldg., Detroit, 
Mich., as one of their sales conductors and 
has been conducting a sale in Spring- 
field, O., for the Hofman & Green Co. 


The general annual meeting of mem- 
bers of the National Jewelers Board of 
Trade will be held at the headquarters 
of the Board, 22 W. 48th St., on Jan. 
19, following the district meetings in San 
Francisco, Cincinnati, Chicago and Provi- 
dence, which will all be held between 
Jan. 5 and Jan. 10. 


Leo Heilbrun, of Leo Heilbrun Co., im- 
porters of English leather products, 17 
W. 45th St., will start on his first trip of 
the year, Jan. 5, visiting the trade in the 
South and Middle West. At the same time, 
Leo Wulliman will cover the entire east, 
and Charles Cohen will cover the metro- 
politan area. The Pacific Coast territory 
will be covered by Klipper & Morgen- 
thau, the concern’s Coast representative. 


Nathan Bronstein of 691 Linden Boule- 
vard, Brooklyn, reported to police of the 
Glendale, Queens, station Dec. 9 that he 
was robbed of two suitcases containing 
jewelry by two armed men who stopped 
him as he was driving his automobile in 
62nd St., Glendale. The men forced him to 
put the suitcases on the sidewalk, he said, 
then drove off with him in the car. At 
Jamaica Ave. and Stoney Road, Brooklyn, 
they pushed him from the car and he said 
he had no idea what happened to the 
jewelry nor of its value. 


Baker & Co., refiners, of New York and 
Newark, will show the vital importance 
of gold in the industrial field as well as 
its uses in jewelry at the Century of 
Progress Exposition at Chicago, this year. 
This house will also have a platinum ex- 
hibit containing platinum gauze which 
magically converts ammonia gas into ni- 
tric acid. The spinnerettes are made of 
platinum-gold alloy by means of which 
cotton and wood pulp are changed into 
rayon. fabrics. Platinum alloys, applied 
to dentistry, and other metals will also 
be included. 


Police “deadlines” to protect shopping 
districts and jewelry centres throughout 
the city were established early last month 
and were maintained until Jan. 1. The dis- 
tricts were patrolled by detectives in fast 
department automobiles, by detectives on 
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foot and by uniformed men sent in from 
outlying precincts. Fifth Ave. between 
9th and 59th Sts. has a patrolman for 
every two blocks, and detectives from 
the pickpocket squad watched among the 
crowds for known criminals. The Wall 
St. squad was augmented and additional 
men worked in the Maiden Lane district. 


Theft of articles valued at nearly $100 
from the window of a jewelry store at 
117 Brook St., New Brighton, was report- 
ed to police on the morning of Dec. 10. 
James Curran, owner of the small store, 
told detectives that the articles had been 
taken from the window some time after 
midnight. A ring valued at $75, a watch 
and a vanity case were missing. Detec- 
tives found that a hole in the window 
had been “patched” by placing another 
piece of glass over the opening on the 
inside. The theft was made by pushing 
this piece of glass away and reaching in 
through the hole. 


Philip Polishook, 26, of Brooklyn, who 
sells jewelry for his father, Kievel Poli- 
shook, a wholesale jeweler at 102 Canal 
St., reported to Camden, N. J., police 
Dec. 7 that he had been robbed of two 
suitcases containing valuables worth about 
$7,000 at Point and Elm Sts. Polishook 
said he drove across the Camden bridge. 
On Broadway and Kaign Ave., between 
Cooper and Market Sts., he told police, 
another machine forced his car to the 
curb. Two men jumped out, according 
to his story, and at the point of a gun, 
drove him to the isolated section where 
the robbery took place. Insurance is 
placed at $10,000. 


Announcement is made that the estate 
of the late Robert H. Kirkpatrick has de- 
cided to continue the retail business es- 
tablished by him and conducted at 608 
Fifth Ave. W. J. Wohlferth, who was 
associated with Mr. Kirkpatrick for 20 
years, has become president and treas- 


urer of the company and will continue. 


in direct charge carrying on without 
change, while Carrie C. Kirkpatrick 
remains the secretary. In addition to the 
regular lines, the concern is now special- 
izing in service to patrons in the way of 
repairing and remounting old jewelry 
and pearl stringing. 


Handy & Harman, refiners and deal- 
ers in precious metals, moved their 
executive offices Dec. 17 from 57 Wil- 
liam St. to 82 Fulton St., corner Gold 
St., in the building in which their New 
York plants is located. The firm’s account- 
ing, credit, domestic sales, trading, foreign 
sales and other departments as well as 
the executive offices are now located on the 
second floor immediately above the plant 
office. It is hoped by this concentration of 
departments in one location that the firm 
will be able to make improvements in its 
service to the trade. The firm’s larger 
plant remains at Bridgeport, Conn., as 
heretofore. 


A burglar who showed considerable 
skill in throwing a stone through a win- 
dow in such a manner as to make a hole 
large enough to permit withdrawal of 
merchandise without smashing the entire 
pane looted the jewelry store of Abraham 
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PEARLS 


Cultured Pearl Necklaces 
Artificial Pearl Necklaces 
Pearl Watch Bracelets, Clasps & Earrings 


JACK J. FELSENFELD 


'S MA'DEN LANE NEW YORK 





HAIRSPRINGS 
We are fully equipped to take care of 
all your hairspring work. PROPER 
HAIRSPRING — EXACT TIMING. 
AMERICAN & SWISS HAIR- 
SPRINGS VIBRATED F 
Reg. U. 8. 6’’ to 18 s. FLAT...... $ .75 
Pat. Off. 6’’ to 18 s. BREGUET..$ 1.25 
Just send BALANCE WHEEL & BALANCE BRIDGE 
also STUD and COLLET to the 
SWISS HAIRSPRING SERVICE, Inc. 
116 Nassau Street, New York City 











William T. Schneider 


American 


Watches at Wholesale 
2 Maiden Lane, New York 





KRONER, HYMAN & CO., Inc. 
JOBBING STONES 
Engraving, Encrusting 


Lapidary Work 
80 Nassau St. New York City 








LIEBS *O= SPECT onper 


WORK IN STERLING 
“If You Cannot Buy It, We 
Will Make It”’ 


LIEBS SILVER CO. 
36 W. 47th St. New York 













Gaim, TRU - STONES 
N a9 deat Conform accurately with 
the official Birthstone list 


MAKE PERFECT BIRTHSTONES 
Ask your wholesaler, or write us for information 


S. NATHAN & CO., INC. 


71-73 Nassau St. New York 
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perp . DIALS 


SIR RADIUM and PLAIN FIGURES 
: 1 OLD Dials Refinished Like New 


ie Orders filled same day 


U. S. WATCH DIAL CORP. 
66 Nassau St. New York 












MEYER K°VLISH Co.Inc 


HIGH GRADE CALIBRE AND 
DIAMOND WEDDING RINGS 
EXCLUSIVELY 


64 FULTON ST..NEW YoRK 











Send us your OLD GOLD, SILVER, 
PLATINUM, GOLD - FILLED 
CASES, OPTICAL SCRAP, ETC. 
Prompt and accurate 
returns Guaranteed 
Generations of Service 
N. L. SHTEINSHLEIFER, 
Smelter & Refiner 
78 Bowery, New York City 











Devote all of your time and atten- 
tion to selling and let us do your 
watchwork. 

WATCH AND CLOCK REPAIRING 
and wheel cutting for the trade; five 
day service; we ship by. express or 
air mail for prompt delivery; finest 
work at lowest prices; references 
submitted. 


MANNA BROS. 








140 W. 42nd St., Times Square, N. Y. C. 











ANS ne 


Ea SIE BS ine aaeeoee 





at....665 Fifth Ave. 


(Southeast Corner 53rd Street) 


Desirable Space at Attractive Rentals 
for 
Business Offices 
Antique and Art Dealers 
Milliners and Modistes 

Jewelers —Retail, Wholesale, Manufacturing 
An excellent location for executive offices as well 
as showrooms and workrooms. This well managed 
building is today 87% rented to an unusually high- 
class clientele. Units of 4000 square feet, and less, 
are available. The building is located at an en- 


trance of the new Crosstown subway to Queens, 
scheduled to open next year. Brokers Protected. 


THE FRANCES BUILDING 
Albert B. Ashforth, Inc., Renting Agents 


12 East 44th Street Murray Hill 2-1100 
New York City 




















A New Book on 
ADVERTISING 


The Same Course as Given at International 
Business College 


PRICE $1.00 


WANT TO INCREASE BUSINESS? 
THEN ORDER “PEOPLE OF 1932” 


It teaches you how to get prosperity results, in depression 
times. It is written by E. W. Elmore, a nationally known, 
successful sales promotion and advertising expert, and contains 
the data given by Mr. Elmore to large classes in advertising. 
It is practical, short, and will solve your problems, just as the 
author solved them in large retail department stores. 

It teaches type, layout and sales promotion. It illustrates its 
points vividly, and makes it easy for the beginner to actually 
learn fundamental advertising principles. ‘‘People of 1932’ 
stresses dignity in advertising by urging the use of attractive 
lay-outs, striking headings and clever copy, rather than “price 
barking.” 


ENDORSED BY TRADE JOURNALS 


Merchants Record & Show Dry Goods Economist says it 
Window says: A practical can be read in one hour and 
course by the author of two 
other best sellers on adver- 
tising and salesmanship. 





re-read a dozen times with 
profit to merchant, buyer or 
advertiser. 


With each order for ‘People of 1932”? we will give you FREE 
one copy of the author’s $1 book on salesmanship, ‘““Manpower.” 
This offer subject to a limited edition. Mail dollar bill for 
both books to 
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“Only $3 for all this?” 


You’ll be surprised, too, when you see how 
much luxury and convenience you can en- 
joy at the Hotel Lexington for as little as 
$3 a day. 

And here’s another fact that’ll make your 
expense account beam with gratitude—it 
costs only $1 a day more for two persons at 
the Lexington. A room which is $3 for one, 
for instance, is only $4 for two persons. 


HOTEL LEXINGTON 


In Grand Central Zone, Lexington Ave. at 48th Street 


NEW YORK CITY 
CHARLES E. ROCHESTER, General Manager 
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Do You Know 


that the ophthalmometer is vitally important and 
extremely useful not only in regular astigmia but in 


Amblyopia, Anisometropia, Incipient Cataract, 
Aphakia, Irregular Astigmia, Nystagmus? 


OPHTHALMOMETRY 


By E. LEROY RYER 
SHOWS WHY and HOW 


No more pitfalls. Ophthalmometry made simple 
and precise 


Price $3.50 a Copy 


Published by 


The Optical Journal and Review 


239 W. 39th St., New York 
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Botkin at 11 Palisade Ave., Yonkers, N. 
Y., early one morning recently. The 
plunder is estimated at $200. The theft 
was discovered by Sergeant James Brazil 
at 8.40 a.m. A hurried inspection re- 
yealed that seven wrist watches valued 
at $70 had been stolen from the window, 
but Mr. Botkin later said that two trays 
of rings were also missing, increasing his 
loss to $200. The hole through which the 
merchandise was withdrawn was in the 
south window of the store. 


A conference to acquaint designers and 
manufacturers with new forms of legal 
protection for their designs took the form 
of a luncheon at the Hotel White at Lex- 
ington Ave. & 37th St., under the auspices 
of the National Alliance of Art and In- 
dustry, Dec. 5. The presiding officer of 
the luncheon was Meyer Bloomfield, a 
patent attorney, and the speakers included: 
Irene Blunt, assistant secretary of the 
Silk Association of America; Judge Ed- 
ward J. Henning, former Assistant Sec- 
retary of Labor and Judge of the U. S. 
District Court; Oscar A. Geier, patent 
attorney; M. D. C. Crawford of the 
Fairchild Publications; T. Hart Anderson 
of the Scientific American; E. H. Arens 
of Calkins & Holden; James H. Levinson 
of the I. Miller Shoe Co., and Dorothy 
Shaver, vice-president of Lord & Taylor. 


The National Alliance of Art and In- 
dustry has announced a novel form of 
industrial exhibition to be held in the 
galleries of the Art Center Building on 
Jan. 16 to Feb. 15. The exhibition is 
entitled “New Materials, New. Products 
and New Uses.” It has been organized 
to afford the industries an opportunity of 
presenting new products to a wide metro- 
politan audience under the auspices of an 
organization whose program promotes a 
closer cooperation between the manufac- 
turer, the designer and a public which 
increasingly demands beauty as well as 
efficiency in machine-made products. 
Products of all types placed on the mar- 
ket within the past two years, as well as 
those not yet commercially available, are 
eligible for exhibition. New uses for 
familiar products or new processes which 
favorably affect the design quality of ma- 
terial will also be shown. Design qual- 
ity ultimately determines the eligibility 
of any given object. 


Two long-term convicts cut their way 
out of a new cell block and went over 
the wall to freedom at Sing Sing Prison 
on Dec. 12. One of the men, still at 
large as this note is written, is William 
Sutton, who was sent up June 5, 1931, for 
30 years for his part in the $100,000 day- 
light gem robbery of the jewelry store of 
M. Rosenthal & Sons at 1637 Broadway. 
Sutton, who is 30 years old, at one time 
lived in the Bronx. The otb<: man who 
escaped is John Egan, who was serving a 
10-year term for burglary. The men occu- 
pied cells some distance apart on the 
fourth tier of cell block B. About mid- 
night they are believed to have finished 
sawing the bars at the bottom of their 
cell doors. They slipped into the gal- 
lery, leaving in their cots dummies made 
of bedding. They crept to the third tier 
and gained the mess hall. They over- 
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powered a trusty and broke open a closet 
and obtained two ladders which they 
wired together and used to reach the 
top of the prison wall. There they found 
a rope and lowered themselves to free- 
dom. 


The watch offers a subject for the sec- 
ond in a series of exhibits given by Theo- 
dore A. Kohn & Son, Jan. 8 to Feb. 18, 
inclusive, in their new suite at 608 Fifth 
Ave. “From Time to Time’’ is the title 
of this exhibit. It is planned to show the 
public how the accumulated heritage of 
science and ingenuity has resulted in the 
delicate art and fine precision of our 
modern time-tellers. The display includes 
a collection of antique watches and ex- 
amples of our most modern mechanical 
perfection, contrasting the watch move- 
ments of a few centuries ago with the 
minute accuracy of the official stop-watch 
for the Olympic games and of even the 
tiniest Baguette movement of today. The 
decorative quality of the timepiece is re- 
vealed in some exquisite prize watches 
from the Barcelona Exposition. These 
sustain the high standard set by the art- 
ists who designed and fashioned the beau- 
tiful watch cases of the Renaissance. 
Theodore A. Kohn & Son have invited 
the public to follow the watch from Time 
to Time as a superb mechanism and a 
beautiful ornament. On each Saturday 
afternoon of the six weeks duration of 
this exhibit, their watchmaker will be 
present to explain to children the intrica- 
cies of the timepiece. 


Frederick Wagoner 

His many friends in the trade learned 
with regret of the sudden death of Fred- 
erick G. Wagoner, the New York repre- 
sentative of the Watson Co., Attleboro, 
Mass., silversmiths, which occurred Dec. 
14 at the offices of the company 347 Fifth 
Ave., New York. He was 38 years old 
and had been with the company three 
years. 

He leaves a widow and two children. 


New York Salesmen Held Up and 
Robbed While in Boston 


Boston, Mass., Dec. 16—Two. New 
York jewelry salesmen reported to the 
police last night that they were held up 
by two armed men, who were waiting 
for them in their room at the Parker 
House. The salesmen were bound to 
chairs and gagged and the robbers es- 
caped with a quantity of jewelry. The 
salesmen were Morris Greenfield, em- 
ployed by Flyer Bros., 83 Canal St., and 
J. & H. Flyer, 64 W. 48th St., and Ken- 
neth Schneider, of Schneider, Hyman & 
Co., 83 Canal St. It was reported that 
the loss had not been determined. The 
J. & H. Flyer and Flyer Bros. losses were 
covered by insurance. 

The salesmen arrived here Dec. 15 and 
spent the day visiting Boston establish- 
ments, they said. After binding them and 
taking the jewelry the robbers threatened 
them with death if they attempted to 
break loose for two hours. 

After an hour Greenfield said he freed 
himself and released Schneider. 
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WHERE TO BUY 
CHINA and 
GLASS 





( J 














104 Fifth Ave. 


FI 


DRESDNER ART DECORATIONS 


DINNER WARE 





SCHUMANN CHINA CORP. 


14 West 23rd Street New York, N. Y. 
ROYAL DOULTON 





English Bone China and Earthenware 


THOS. WEBB & SONS 
Hand made English Crystal 


IRISH BELLEEK 
The original production 


WM. S. PITCAIRN CORPORATION 
New York, N. Y. 


NE , CHINA 
Foner toes 
Famous the World Over 


Available from New York Stocks 


ROSENTHAL CHINA CORP., 149 5th Ave., New York 











AN INFINITE VARIETY OF CHINA, 
GLASS & NOVELTIES 
Particularly Adapted to the 
JEWELRY TRADE 
Carried in Stock 


PAUL A. STRAUB & CO., Importers 
105-107 Fifth Ave. New York 





FINE CRYSTAL, CHINA 
and ART WARES 
from the best European sources 
A wonderful variety, in stock 
KOSCHERAK BROS., INC. 
129-131 Fifth Ave., New York 

















ROYAL BEYREUTH CHINA 
MYOTT SON & CO. 
L. BERNARDAUD & CO. 


Orders filled immediately from 
New York stock 


JUSTIN THARAUD, INC. 
129-131 Fifth Ave., New York, N. Y. 


Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basalt 
Trade-Mark WEDGWOOD 


Josiah Wedgwood & Sons, Inc. 
160 Fifth Avenue, New York City 














Theodore Haviland French China 
Maddocks English Dinnerware 
Booth’s English Dinnerware 
Pearlcraft Art Pottery 
Theodore Haviland & Co., Inc. 


26 West 23rd St., New York 

















WHEN YOU'RE 


BOSTON 


cH \ BOUND! 


l, 


HOTEL BRUNSWICK 
HOTEL LENOX 


on either side 
of Copley 

Square 
Two famous Back Bay hotels that offer you pleasant conven- 
ience of location and moderate living costs with complete 
and cordial hotel service! 
A wide variety of dining rooms and restaurants .. . from the 
Brunswick Coffee Shop and Lenox Spa to the new Egyptian 
Room dinner-dance entertainments! 


Room with bath: Single $3-$4.50—Double $3.50-$7. Room 
with running water: Single $2.50-$3 — Double $3-$3.50. 


L. C. PRIOR, President and Managing Director 





IN SIZE, 


IN PRICE 


ONE ENTIRE FLOOR DEVOTED To 
SAMPLE ROOMS 4¢ the new 


31TST.aid 7H AVENUE 
[OPPOSITE PENNA. R-R-} 
B. & O. BUSES STOP AT DOOR 


++ NEW — 


1200 ROOMS EACH \WITH- 
BATH, SERVIDOR & RADIO , 


SA 











A Strange Tariff Decision 
(From page 34) 


our United States Special Attorneys for what appears to have 
been a brainstorm ending in an agreement on stipulations cop. 
trary to facts and resulting in an abortive attempt to interpret 
the intent of Congress. In the above case it was agreed by 
stipulation in court that “The articles which were imported 
loose have no other use than for stringing as part of a necklace 
with the clasp. They are in chief value of diamonds.” The 
honorable court needed further testimony to prove that such 
articles are in fact jewelry but what caused the legal conclusion 
that these diamond studded enameled platinum beads are “earthy 
substances” was the unfortunate stipulation. The climax of 
this untimely decision is to be noted in the last part of the 
decision wherein it was held that the “diamond clasp is dutiable 
at 55 per‘cent under Paragraph 348. 

Of course this clasp was a “snap.” It was neither plated 
with gold, silver nor platinum, but certainly so is a ginger snap 
a “snap,” and it too is without plating. The honorable court 
under the rule of “stipulation” when as poorly set up as was 
this jury case would have to assess duty on a ginger snap under 
Paragraph 348 as a “snap” instead \of under Paragraph 733 as 
a biscuit. 

A study of the 1930; Tariff Act disclosed in Paragraph 1527 
a very important improvement over the 1922 Act insofar as 
jewelry is concerned. The words “including parts :thereof” 
have been added to the latter Act as referring to jewelry and it 
may be reasonably hoped that henceforth at least, importers 
will find it impossible to justify a repetition of that which 
is reported herein. ' 

American jewelry manufacturers struggling under unprece- 
dented conditions to maintain and create American \products 
worthy of American workmanship will do well at this time to 
consider the unfortunate decisions in the above cases and to 
improve any and every opportunity to register their disapproval 
of such unjust reasoning. A closer cooperation between Ameri- 
can manufacturing jewelers and the law department of our 
Government when cases are in course of preparation is highly 
to be desired. 

Yours truly, 
MANUFACTURER. 


Merchandise Market 

Owing to a happy combination brought about through 
large purchases of leather and the fall of the English 
pound sterling, retail jewelers may be able to get genuine 
English leather watch straps at prices heretofore unheard 
of, in this market. These straps are being introduced by 
Leo Heilbrun Co., Inc., 17 West 45th St., N. Y., special- 
ists in English leather goods and the new line includes 
three different items at prices about 50 per cent less than 
they have ever before been offered by this house. ‘These 
include the regular color leather straps, the pigskin straps 
and the regular straps with stain-proof linings. They 
are made up for the trade on window cards of a dozen 
and also on cards bound in a loose leaf book. 

x * OK 

The 1933 Hadley catalogue of wrist watch attach- 
ments would seem to be, in addition to its purely utility 
features, a strong expression of confidence in the possi- 
bilities of business revival. In size, in general treatment 
and in the extent and variety of the line it illustrates, it 
is the type of book issued by concerns that fully expect to 
see active business develop during the life of the catalogue. 
This Hadley publication is being distributed, during the 
current month, to over 20,000 wholesale and retail 
jewelers. In the main it illustrates a new line of wrist 
watch bracelets, though a few items that met with par- 
ticular success in 1932 are retained. Special attention is 
also called, in this catalogue, to the introduction of cer- 
tain new pierced-link designs. 
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CHICAGO: 


Jewelry News Flashes from the Great Central West 


The annual meeting of the American 
Academy of Optometry was held at the 
Palmer House, Dec. 18-20. 


O. A. Stark, Jr., of the Star Watch 
Case Co., Ludington, Mich., spent a few 
days at the Chicago office during Decem- 
ber. 

The Simmons Jewelry Co., recently at 
1243 W. 79th St., has moved to 73rd and 
Halsted Sts. where it was located for 
more than seven years. 


It is reported that the partnership in the 
Watch & Jewelry Shop, 314 Hamilton St., 
Peoria, Ill., has been dissolved. Karl 
Wild is continuing individually. 


The Nieder Jewelry Co., 752 E. 63rd 
St. has been granted a charter by the 
Secretary of State at Springfield. The in- 
corporators are Bernice R. Orenberg, Leo 
L. Ginsberg and Irving S. Berman. 


G. Bjornson, who lost considerable 
merchandise in October when his window 
was smashed at 418 W. 79th St., has re- 
moved his business and is now located at 
7612 Cottage Grove Ave. 


The Royal Jewelers, located at 1317 
Milwaukee Ave., who suffered a serious 
holdup a few years ago, suffered a less 
serious loss in December when a brick 
was hurled through the kindow and a 
tray of eight rings taken. 


The Lol Watch Crystals Company, on 
the seventh floor of 14 W. Washington 
St. for the past two years has removed 
to the ninth floor where it has much 
larger quarters. Harry Kotler, proprie- 
tor, says the increase of business in the 
past several months made the change 
necessary. 


The jewelry store at 2631 Lincoln Ave., 
owned by Mrs. Mary Thoendel, was rob- 
bed of approximately $4,000 worth of 
diamonds and jewelry early last month. 
Several times previously a young man, 
accompanied by a young woman, had 
called at the store and discussed their 
future as they examined engagement and 
wedding rings. The man promised to 
return on this evening and brought three 
companions who intimidated Mrs. Thoen- 
del, who is 74 years of age, and robbed 
her. There was no insurance. 


A pre-Christmas holdup last month re- 
sulted in a loss of nearly $15,000 by Sam 
Friedman & Co., at 847 W. Roosevelt 
Road, as they carried no insurance. The 
store had been closed for the night and 
three young gunmen went to the rear of 
the second floor where Morris Bloom, 
manager, lived. While one of the ban- 
dits guarded Bloom’s daughter, her hus- 
band and a visitor the others took Bloom 
to the store and ordered the safe opened. 
When he protested he could not open it 
he was struck over the head with a re- 
volver. The daughter was brought down 
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to the store and on her plea Bloom re- 
vealed the combination. The loot con- 
sisted of 16 trays of rings, watches, dia- 
monds and other jewelry. The store is 
owned by Mr. Bloom and Sam Friedman. 


Aloysius J}. Unger 


DayTon, Ox10.—Aloysius J. Unger, 73 
years old, of N. Main St., was stricken 
with a heart attack shortly after noon 
Dec. 10 at his home and died before 
medical aid could be summoned. 

He had been in excellent health, mem- 
bers of the family reported, and made no 
mention of not feeling well at any time 
during the morning. The attack came just 
as he was preparing to eat his lunch. 

Mr. Unger was a lifelong resident of 
the city, having been born here. Early 
in life, he learned the watchmaker’s art 
and soon established himself as an expert 
in the repair of watches and clocks. 

For a number of years he was the of- 
ficial custodian of all city-owned clocks 
and for more than 10 years he was watch- 
maker at Newsalt’s jewelry store. 

He later established himself in his own 
business on E. Sth St. Two years ago, 
shortly after he had passed the 70-year 
mark, he retired from active business and 
recently moved to the N. Main St. address 
a short distance outside the city. 


Kansas City Jeweler Kills Window 
Smasher 


Kansas City, Mo—After a_ three 
months vigil for robbers, Thomas T. 
Kaster killed an intruder in his small 
jewelry store at 420234 E. 15th St., on 
the morning of Dec. 4. 

Kaster, who lived at 3633 Campbell 
St., had been sleeping in the rear of his 
store because of several attempts to rob 
him. He heard noises at the front on 
several occasions but the robbers were 
frightened away when he turned on the 
lights. He was awakened on the morn- 
ing of Dec. 4 by the crash of glass and 
seizing a shot gun, he peered from be- 
hind a counter but seeing no one he 
remained quietly in hiding. Then he 
saw two men. One threw a brick through 
the glass again to, make a larger hole, 
and ran. Then two men walked to the 
door, knocked out the jagged glass to 
enlarge the hole and as one of them was 
about to enter the store, the jeweler fired. 
The man fell in the doorway fatally 
wounded. His companion fled. 

The slain man was identified through 
police finger print records as Reuben 
Connett, about 30 years old. Connett 
was arrested for investigation on March 
23, 1931 in a rooming house at Sixth 
and Main Sts. A revolver was found 
in his room. He was released without 
a charge being filed against him. 
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CRAFTSMANSHIP IN REPAIRING. 
ARTISANS FOR SPECIAL ORDERS. 
“EXTRA*®’ DIVIDENDS 
ON YOUR OLD COLD. 


WENDELL & COMPANY 
CHICAGO NEW YORK 


Srcomparable 
Whilch Case gbaning sc 





OUR wees COSTS NO MORE THAN 
RDINARY WORK 
mOUNSl-SeCEEAN co 
29 E. Madison St. 








SS Ae US Bh RO APE RICHES 
The Lol Double Thick Lentille and the 
Aristocrat Flat Top Have Instant Appeal 


ONE DAY SERVICE ON ALL CRYSTAL 
FITTINGS 


o 
(Ol WATCH CRYSTALS @ 


14 W. Washington St. 








Chicago 














IN THE JEWELERS' CIRCULAR, 
buyers and sellers in the jewelry and 
allied trades meet once every month. 
Here the key men obtain regular re- 
ports of Management, Distribution, 
Style, etc. Here they seek facts 
about various products, and ideas 
that will help to contribute to a 
better sales and profit picture. 


That is what JEWELERS’ CIRCU- 
LAR readers want to know. They are 
the men who specify and buy, and 
they are the men with whom you 
want to maintain your contact. 


Go after business now. Use ad- 
vertising in THE JEWELERS’ CIR- 
CULAR to get a hearing before 
business is lost to more aggressive 
competition. 


UNREDEEMED 


ELGIN and 
WALTHAM 
WATCHES 











Open Face 
7 Jewel, 16 Size 
$3.00 
(With new White 
Fancy Engraved 
Case.) 
Same in 15-Jewel 
$4.00 


Same in 17-Jewel 
$5.00 





Same in 12 size, T-Jewel...cscvsee $3.75 
with a beautiful 15-Jewel...cccevee 5.00 
Fancy Silver Dial IF-FOGE. 6. c0c5cce 6.00 


25% with order, balance C. O. D. 


We also carry a good line of Rail- 
road Watches, comparatively low- 
priced as above. 


Quality and Service Always 


If you have not received our new 19338 
Circular write for it— 


LEW & ROSENBERG 


5 South Wabash Avenue, Chicago 
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A BETTER 
PRICE -:-- 


for OLD GOLD 


Everyone wants it — and 
some claim or promise to 
pay—''a better price." 


We do not make such a 
claim, but we do pay what it 
is worth. 


Gold has a definite value— 
no more —no less. That is 
what we pay and DEE checks 
prove it. 














REMEMBER 


THAT FOR 
HONEST 
PROMPT 

ACCURATE 


RETURNS 


ON ANY MATERIAL SUCH AS 
OLD OR DISCARDED ARTICLES 


OF 


PRECIOUS METAL 


WE ARE AT YOUR 


REFINING SERVICE 





T. B. HAGSTOZ & SON 


709 SANSOM ST., PHILADELPHIA, PA. 
Thirty-four Years of Refining Service 




















SHIP DIRECT 


We do not employ 
traveling gold buyers 











THOMAS J. 


DEEZCO { 





PRECIOUS METALS 





55 E.WASHINGTON STREET 
CHICAGO::-ILLINOIS | 
| 
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ia, RF 
For 

Quality 

Service 


Craftsmanship 
Buy Your 


PLATINUM 


WEDDING 
RINGS 


Plain, Engraved, Azured and Channelled 
from 





MAttHeEy 


and Company, Inc. 


15 West 47th Street, New York City 
Telephone Bry 9-4645 
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HOROLOGICAL 
QUESTIONNAIRE 


By 
LESTER B. PRATT 








(Continued from the December issue) 


a that we have our grinding wheel proper- 
ly trued, how shall we proceed to use it for grinding 
our pinion cutters? 


Answer—We will place as many of the pinion cutters 
on the arbor chuck as it will hold. The chuck should 
be placed in the lathe, with the index plate and latch in 
position, using the same spacing of course as we used 
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Fig. 1 











when cutting the teeth in the pinion cutters. The grind- 
ing attachment with wheel mounted between the points 
should be mounted in the.slide rest and the top face of 
the wheel set radial with the lathe centers. With the 
index latch set in one of the holes in the index plate, we 
shall bring the grinding wheel in, until it just barely 
touches the edge of the pinion cutters. Then we shall 
loosen the arbor nut slightly; we can move the pinion 
cutters on the arbor. Then we shall proceed to “line 
up” the cutters, so that the teeth are all in a straight line 
and also slightly below center. In this manner the cut- 
ter teeth, being slightly below center, will have just 
enough stock removed when we do the grinding to leave 
aclear, sharp cutting edge. 

We must not use a heavy belt in such cases to drive 
our grinding wheel. A twisted rawhide belt 1/16 of an 
inch in diameter is about right; we may even use a piece 
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of twisted linen line, like the Cuttyhunk fishing line, 
which is very good and the knots make little difference 
as the line is soft and pliable. If the grinding wheel. is 
kept well oiled, we need not draw the temper of the cut- 
ters when grinding. We shall proceed by taking a light 
cut all around, grinding about half the surface of the 
teeth, then set the slide in the full tooth depth and run 
around a second time. The grinding wheel should be 
run at a high speed, otherwise it is liable to glaze and in 
this condition is much more liable to draw the temper 
of the cutters. In cutting the teeth in our pinion cut- 
ters, we used a flat saw first and followed up with the 
angle cutter. Now, it will be observed, when grinding 
the cutters (providing we run our flat saw deep enough), 
that the sharp edge of our grinding wheel does not touch 
the bottom of the saw cut. In this manner we preserve 
the sharp edge of the grinding wheel and at the same 
time obtain the desired results. 

Assuming that we have made up a number of pinion 
cutters of the various diametral pitches, we shall proceed 
to grind the face of the teeth in the manner above de- © 
scribed. If we have followed out our original plan and 
made up about a dozen cutters of the various pitches, we 
shall have the nucleus of a valuable set of pinion cut- 
ters. We call these pinion cutters, but they may be used 
for either wheels or pinions; it is simply a matter of 
selecting a cutter of the proper diametral pitch for the 
job at hand. 

These cutters will be very valuable tools when finished 
and it behooves us to provide some means for keeping 
them in good condition. We may make a very suitable 
case for such cutters by using one of the wooden boxes 
which fine watches are displayed in. These boxes are 
usually of mahogany, well made and nicely finished. We 
may remove the inside lining and mark a series of circles 
on the inside bottom of the box. Our cutters are five- 
eighths of an inch in diameter, so we will mark circles 
three-quarters of an inch in diameter. Next we shall 
make some pegs slightly smaller in diameter than the 
center hole in our pinion cutters. Those need only to be 
long enough to go through the bottom of the box and 
project slightly into the top of the box when it is closed. 








LEES & SANDERS 


Shipping to England means a 
little delay but it is worth while 
because of the RESULTS. 


SWEEP SMELTERS 
BIRMINGHAM, EnG. 














QUARTETTE 
OF STANDARD BOOKS 


OPHTHALMIC LENSES 


By Emsley and Swaine, distinguished English authorities. 


Dealing with theory and shop practice; 318 pages, 
numerous diagrams and useful tables; price, $4. 


PRINCIPLES AND PRACTICE OF 
PERIMETRY 
(Third edition, thoroughly revised) 
By Luther C. Peters 


A favorite text book for years; 280 pages, with dia- 
grams and colored plates; price, $4.50. 


RECENT ADVANCES IN 














d : f OPHTHALMOLOGY 
2 f é Cén é Yr By W. Stewart Duke-Elder 
Telling of research work in Ophthalmology and as- 
It is quite natural that the recent sociated sciences; hence it has much of at least indirect 
remarkable growth of Philadelphia eee 406 pages, well illustrated; 
should center around this famous 
hotel—the recognized center of the OPHTHALMOSCOPY, RETINOSCOPY 
social and business life of the city. AND REFRACTION 
- , ; By W. A. Fisher 
Rates consistent with present times 290 pages, profusely illustrated; price, $3.75 
Order from 
BELLEVUE STRATFORD 
S THE OPTICAL JOURNAL & REVIEW 
ae nepee ere 239 W. 39th St., New York 
Criaupe H. Bennett, General Manager : oy SNCW FOF 
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The center hole in the series of circles should be punched 
through with a fine point to show the position on the 
outside of the box. 

Then we shall select a drill smaller in diameter than 
the pegs and drill through into the bottom and into the 
top half of the box when it is closed. Then if we insert 
the pegs into these holes and apply some glue we shall 
have a box that will keep our cutters in good condition. 
The pegs fitting into the top half of the box will hold 
the cutters in place and as they are spaced the cutter 
teeth cannot rub against each other. It pays to take 
care of good tools. 


SSUMING that we have a watch at hand with a leaf 

broken out of the third pinion. This watch may be 

a discontinued model or it may be of foreign make. How 

shall we proceed to take the measurements from the 

broken pinion and make a new pinion that will answer 
all requirements? 

Answer.—Our first consideration will be to obtain the 
exact outside diameter of the pinion leaves. We could 
obtain this diameter approximately by inserting the pinion 
leaves in a Stub’s wire gauge, but approximations are not 
suficient in this case. If the pinion be one of even 
leaves, we may measure it with a micrometer caliper and 
obtain the exact diameter, but if it happens to be a 
pinion with an uneven number of leaves, this method of 
measuring would not give the correct diameter. With a 
pinion of uneven leaves we may obtain the exact diameter 
by drilling a hole in a piece of sheet brass. The hole 
should be drilled slightly undersize, then reamed out 
carefully with a broach until the broken pinion will fit 
snugly into the hole. This will give us a gauge suitable 
for obtaining the correct diameter of the new pinion. 
Then we may select a piece of Stub’s steel drill rod of 
the proper diameter to fit this hole, or if it is slightly 
larger, so much the better; then we may turn it to fit 
the hole. Our next consideration will be to obtain the 
exact diameter between the plates. We may do this by 
measuring over the pivot shoulders with the micrometer 
caliper. Then we may measure the length of the pinion 
head, also the length from one end of the pinion head to 
one of the pivot shoulders. ‘This will give us the proper 
position of the pinion head on the pinion. We should 
also measure the diameter of the staff and the pivots. 
Now, to make these measurements serve us to the best 
advantage, we may make a rough sketch of the pinion 
on an enlarged scale, with all measurements jotted down. 
Figure 1 shows the sketch with all measurements 
indicated. 


Forty years ago Seth Crocker of Boston invented the 
first self-filling fountain pen and for 40 years the Seth 
Crockers, father and son, have been noted for their many 
great improvements in fine fountain pens. As the cul- 
mination of these many years of experience, Seth Crocker 
now presents to the discriminating trade, simultaneously 
his new full filling pen and repeater-pencil. Seth Crocker 
never made a “cheap” pen. Materials used are the best 
possible to obtain, the workmanship is by old New Eng- 
land craftsmen, and the styling by men conversant with 
the present trend. The company’s factory and offices are 
at 109-111 Dover St., Somerville Station, Boston, Mass. 
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Prize Competition 


Horological Institute Offers Many Awards for 
Work of Watchmakers 


WasuinctTon, D. C., Dec. 17—The Horological In- 
stitute of America has completed plans for holding a 
prize competition for watchmakers’ work, open to any 
watchmaker who is a resident of the United States. 

The work to be entered in the competition will be as 
follows: 

(1) A balance staff; 

(2) A flat steel spring; 

(3) Jewel settings; 

(4) An over coiled hairspring. 

Contestants may send in specimens of work in any or 
all of the above four classes. 

In each of the four classes, there will be awarded a 
first, second and third prize. For those who send in all 
four classes of work, to the one making the best total of 
merit marks will be given the grand prize of $100 in 
cash, in addition to whatever awards each specimen of 
his work may win in each class. 

Those sending in less than the complete set of four 
pieces, will be eligible for the prizes offered in each class, 
but not for the grand prize offered for the best work in 
all four classes sent in by one person. 

In addition to the above subjects, there will be a fifth 
class open to entry by whoever so chooses, whether or 
not he enters work in any of the other classes. This addi- 
tional class of work is designated as follows: 

“(5) Any tool or device for use in watchwork, made 
entirely by the person who submits it.” 

The tools judged best in workmanship and utility will 
be awarded, first, second and third prizes. 

A circular of detailed information about the prize 
competition will be mailed to all who write to the Secre- 
tary for it. This circular contains full sketches and speci- 
fications of the staff, flat spring, jewel settings and hair- 
spring to be submitted for the competition; it also states 
the rules of the competition. An entry-fee of one dollar 
will permit contestants to enter any or all of the five 
classes of work. 

In addition to the privileges of the competition, each 
person sending the one dollar entry-fee will be given 
active membership in the Horological Institute of America 
for one year, from May 1, 1933, to May 1, 1934. This 
membership costs regularly $5.00; but is given free to 
those entering the competition, in recognition of their 
interest in Horology. 

Specimens or work must be sent to the secretary bear- 
ing postmark not later than April 15, 1933. The invita- 
tion to enter this competition is given to all watchmakers 
—not only to those certified by or members of the Horo- 
logical Institute but anyone connected with the American 
jewelry trade. 


The circular of information contains clear sketches and 


measurements of the work to be submitted for judgment 
and all about the prize awards. It also states the rules 
of the competition; and contains the application blank. 
These may be had by applying to Ralph E. Gould, secre- 
tary, Horological Institute of America, at his home ad- 
dress, 114 Philadelphia Ave., Takoma Park, Md. 
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AMERICAN MADE 
WATCH OIL 


Nye prepares a special oil for wrist 
watches 


Order from Your Jobber 


WILLIAM F. NYE, INC. 


New Bedford Mass. 


6 6 1 FE EF FEF EE FS FS SP SP SD 


For Quick, Accurate and Satisfactory Returns 
Established 1896 


EASTERN SMELTING & REFINING CORP. 
Refiners of Gold, Silver and Platinum 


SWEEP SMELTERS 
107-109 West Brookline St., Boston, Mass. 
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» Do your own Refining 


Recover ALL the values in your old solu- 
tions, scrap, filings, clippings, polishings, etc. 
The Hoke instructions tell you how to do this 
> simply and economically. 

Ask for our free booklet R.C. 


Jewelers’ Technical Advice Co. 


22 Albany Street, New York City 
Co-operating with Hoke, Inc. 











Regardless 
of Existing 
Conditions 

We Will Reduce 


Your Stock or 
Liquidate 
Your Business 







a4 
SAMUEL O. PERRY 


JEWELRY AUCTIONEER 


Sales Conducted for the Legitimate Jeweler 





GUARANTEE 
No Our methods enable us to Dignified 
L guarantee to replace any ; 
osses article in your stock at the Selling 
price sold for at auction. 











A Complete List of Satisfied Clients Sent 
Upon Request 
WRITE PHONE 
All Inquiries Held in Strict Confidence 


SAMUEL QO. PERRY 


& Associates 


237 OLYMPIA ST. PITTSBURGH, PA. 
Phone: Hemlock 3556 


WIRE 








OLD GOLD, SILVER, PLATINUM BOUGHT 


FILINGS—SWEEPS—GOLD FILLED SCRAP 


Frequency of shipments from Jewelers in all parts of the U. S. indicate 
that our checks satisfy. 


Your lot is accurately valued, reported same day as received and held intact 


awaiting your OK 


Empire Smelting & Refining Co. -— Metallurgical Chemists 


713 SANSOM ST. PHILADELPHIA, PA. 











Announcing 


The New Protection Ring Guard 
Due to an improved method we are offering a more 
perfect PROTECTION RING GUARD AT A SUB- 
STANTIAL REDUCTION FROM THE 
FORMER PRICES to the trade. 
One dozen on card, assorted sizes, 
14 Kt. gold. 


LION SAFETY PIN CLUTCH CO., INC. 
20 West 22nd St., N. ¥. City Or Jobber 


all colors of 











REEVE & MITCHELL CO. 


SINCE 1898 
NON-PARNISHING 


FLANNEL BAGS and ROLLS 


Philadelphia, Pa. 


L110 Sansom Street 











INTRODUCTION TO THE 


THEORY OF SPECTACLES 
By PROF. OTTO HENKDR 
Valuable to practitioners and students of Optometry and Optics. 
Price $1.50 
THE OPTICAL JOURNAL & REVIEW 
239 West 39th St., New York 
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New Attack on Old Enemy 
(From page 21) 


Jones as long as such action produces volume for him. 
The minute that action causes him to Jose volume because 
of retailers’ continued refusal-to-buy, that same minute 
John Jones’ supply will be cut off. 

*“The manufacturer is a thoroughly human being. 
Pocketbook ethics talk louder than moral ethics to him. 
For that we can hardly blame him. Basically, the retailing 
wholesaler is not a problem of the manufacturer but of 
the retailer. The manufacturer can hardly be expected 
to act on it until it becomes to his interest to do so. It is 
therefore up to the legitimate retailer to create that in- 
terest.” 

“You’re probably right, Old Vet.” Patty agreed. “Yet 
wouldn’t it be more effective if the manufacturer sold 
direct to the retailer and not through wholesalers at all?” 

“You would solve one problem only by creating an- 
other. Emphatically, the jewelry trade would be a crip- 
pled industry without its wholesalers. ‘They will never 
be discarded. 

“But—no wholesaler should forget that the majority of 
the manufacturers who now sell exclusively direct to re- 
tailers do so because they feel the need of closer control 
over their products than is afforded through wholesalers. 

“Therefore, the legitimate wholesaler should join the 
legitimate retailer in this fight. For if the retailing whole- 
saler continues to flourish then more manufacturers yet 
will feel impelled to eliminate al] wholesalers, good and 
bad, a situation neither division of the trade desires. 

“You seem to favor attacking at the source rather than 
at the outlet,” said Patty. “Couldn’t we by advertising 
convince the public they should trade only with legitimate 
jewelers?” 

The Old Veteran shook his head. ‘That has been tried, 
but personally I am absolutely opposed to anything of 
the kind. With few exceptions the public cares nothing 
for the retailer’s difficulties or business ethics. 

“Each is absorbed in his own individual problems, 
which, like it or not, consist largely in filling his needs 
as cheaply as possible. When, therefore, he reads an ad 
signed by the Better Business Bureau telling him any 
jeweler who advertises that he retails at wholesale prices 
is a scourge to the community, that his expenses are as 
high as any other retailer’s, and that he will rob you if 
he can, what are his most likely reactions? 

“Probably this, ‘H’m, I never thought of buying 
jewelry at wholesale. Good idea! And if someone is sell- 
ing it so cheap as to get under the skin of the other 
jewelers this way I guess I must have been missing a bet. 
I believe I’ll look him up. He certainly can’t be charging 
any more than these high-binders on Main Street.’ 

“Then when he sees in John Jones’ showroom an item 
or two of jewelry identical with those in the legitimate 
store, but prices less, his sympathy is all with John Jones 
and against the advertiser. Nor could anyone persuade 
him John Jones was at the same time charging an out- 
rageous price for the merchandise on which the customer 
cannot make definite comparisons. Which we know is so. 

“There is another method of attacking John Jones. 
The Better Business Bureau can hale him into court on 
a charge of advertising wholesale prices but not giving 
them. Ridiculous as it may seem to you and me the 
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‘ Zodiacal stone of Aquarius. 


plaintiff may have a hard time proving to the court’ just 
what a wholesale price is. 

“T tell you the public will not solve our problems for 
us. Nor will the courts under existing laws. We must 
work out our own salvation within our own ranks. The 
retailer’s refusal-to-buy will result in the manufacturer’s 
refusal-to-sell. 

“The whole trade knows the wholesalers who retail 
openly. If these were shut off from their sources of supply, 
then that other class of wholesalers who retail occas- 
sionally on the sly would immediately cease those practices 
for fear of their own necks. 

“Too long have timid retailers been saying, ‘Please, 
please be good,’ to those responsible for this vicious situa- 
tion. Such mild and easy-going tactics have not done the 
job. It is now time for every legitimate retailer to stand 
resolutely on this courageous platform: J buy no goods 
that are available to known retailing wholesalers. 

“Remember, the manufacturer cannot solicit informa- 
tion on offending distributors. But there is no law in the 
land to prevent him from acting upon information fur- 
nished voluntarily by individuals who are not conspiring 
with each other.” 


Garnet—January’s Birthstone 
(From page 23) 


all red garnets meant “a glowing coal.” The term car- 
buncle is still applied to all red garnets cut in the cabo- 
chon style, but only to red garnets. 


Many authorities, 


Hebrew scholars and gemologists, believe that the fourth 
stone in the breastplate of Aaron was a carbuncle or al- 
mandine garnet,.and that the Volgate renders the word in 
the correct form. Gemologists are positive that the ruby 
could not have been known to the Jews in the dawn of 
their history, although that gem may have been inserted 
in the breastplate of the Second Temple, hundreds of 
years later. Tradition, not Scripture, tells us that this 
flaming stone was the especial seal of the tribe of Judah 
and the color of the standard of that tribe. In Christian 
lore the carbuncle was a symbol of the sacrifice of Christ 
and the stone is also associated with the Apostle, St. 
Andrew. _ 

For long long years the garnet has been considered the 
very especial stone of those born in January and it is the 
The garnet is undisputed 
as the proper natal stone for the January born. According 
to the late Dr. G. F. Kunz it so appears upon the birth- 
stone list of the Jews, Romans, Arabians, Poles, Russians 
and Italians—and was therefore adopted in the list of the 
A.N.R.J.A. Synthetic garnets not only are not upon 
the market but are one of the few gem-minerals which 
present great difficulty in successful production, even as 
a laboratory experiment; the mineral has been made 
synthetically but it has never been produced in gem 
quality. The synthetic stone of garnet color sometimes 
sold as.a January birthstone is usually a synthetic spinel. 

The fact that inferior garnets are but little prized and 
that the finer qualities are but little known in America 
results in almost a total absence upon the market of 
substitutes for these gems. 
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Special Notices 


Payable invariably in advance. 

Rates under all headings except 
“Situations wanted” $1.56 for first 25 
words. Additional 5c. a word. 

SITUATIONS WANTED 75e. for 
first 25 words. Additional words 5c. a 


Heavy type, $3.00 for first 25 words. 
Additional words, 10c. a word. 

Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 

If answers are to be forwarded, 15c. 
extra to cover postage must be en- 
closed. 

Advertis matter addressed to 
Classified advertisers will not be de 
livered. 

Advertisers who are not subscribers 
should send 25c. if they desire a copy 
of the paper containing their adver- 


tisement. 
Special notice forms close 20th of 


Unless the advertiser instructs us to 
publish his name and address, all answers 
= be directed care The Jewelers’ 


In answering ads, do not enclose origi- 
nal letters of recommendations, send 
duplicates 


To avoid unnecessary correspondence 
mention your location in the advertise- 
ment. 


Jewelers Publishing Corporation 
Main Office, 239 W. 39th St., N. Y. 


Situations Wanted. 


Under this heading, 75c. for first 
25 words, 5c. for each additional 
word ; minimum charge, 75c. 





STENOGRAPHERS, BOOKKEEPERS, 
typists, clerks furnished, no charge. 
Fulton Agency, 93 Nassau St., Cort. 
7392, New York. 


POSITION WANTED by Al watchmaker 
and jeweler; 20 years’ experience; rea- 
sonable salary. Address “B., 8697,"’ 
care Jewelers’ Circular. 


YOUNG LADY, bookkeeper, typist, ten 
years’ jewelry and watch experience; 
complete charge. Address “A., 8696," 
care Jewelers’ Circular. 


WATCHMAKER, SALESMAN, married, 
15 years’ experience, age 35, wants po- 
sition at once; salary $20. Address “‘A., 
8712,’’ care Jewelers’ Circular. 


HUB AND DIE CUTTER, 20 years’ ex- 
perience, reliable, wishes position; good 
references ; $40 per week. Address “E., 
8734,” care Jewelers’ Circular. 


IF YOU ARE IN NEED of a watchmaker, 
jeweler or optician, write to Henry 
Paulson & Co., 37 So. Wabash Ave., 
Chicago, Ill. 

















EXPERIENCED lady watch repairer de- 
sires position as repair clerk and sales- 
lady, with importers or store; refer- 
ences. Address “H., 8737,” care Jewel- 
ers’ Circular. 


Al WATCHMAKER, 17 years’ experience 
on high grade watches, desires per- 
manent position; can furnish best ref- 
erences. A. Kleinberg, 333 Roebling 
St., Brooklyn, N. Y. 


HUB CUTTER, desginer and die maker, 
expert; reliable and reasonable; per- 
manent position preferred, or will do 
work at home. ddress “A., 8749,” 
care Jewelers’ Circular. 


START THE YEAR RIGHT, by answer- 
ing this “ad” should you require services 
of a young and qualified retail sales- 
man. Address “Q., 8745,” care Jewel- 
ers’ Circular. 


COMBINATION MAN, first class watch- 
maker and jeweler; expert on small 
bracelet and railroad work; engrave 
and set diamonds; best references. Ad- 
dress “F., 8735,” care Jewelers’ Circular. 

















WANTED, POSITION as watchmaker 
and engraver; good salesman; plenty 
of experience and best references as 
to character and ability. Ralph 
Snyder, West Winfield, N. Y. 


DIE AND HUB CUTTER, fine designer 
and color artist, with experience on 
escutcheon plates; emblem jewelry and 
metal embossings. Address ‘Circular, 
1403,"" 367 West Adams St., Chicago. 








WATCHMAKER - SALESMAN, many 
years’ experience, factory, store and 
road, wants position, South or South- 
west; best references. Address “M., 
8727,” care Jewelers’ Circular. 





A-1 WATCHMAKER, good salesman; 
clock, jewelry repairing; age 34; Mid- 
dle West; references, present employer ; 
salary $27.50. Address “Watchmaker,” 
104 E. Lincoln, Fergus Falls, Minn. 





SALESMAN, long experience, New York 
City, wishes connection with first class 
concern; high grade jewelry or gold 
novelties. Address “T., 8782,” care 
Jewelers’ Circular. 





SALESMAN, 20 years’ selling experience, 
Southern territory, desires a high grade 
jewelry or silver line, salary or com- 
mission basis; references. Address 
“V., 8783,” care Jewelers’ Circular. 





SALESMAN with wide acquaintance 
seeks line watch material, novelty; 
leaving trip early January; commission 
with small drawing account. Address 
“F., 8781,” care Jewelers’ Circular. 


BOOKKEEPER, STENOGRAPHER, long 
experience, thoroughly competent an 
trustworthy, energetic, desires position; 
take charge of office and can handle 
selling. Address ‘‘A., 8779,’’ care Jewel- 
ers’ Circular. 








SALESMAN, young man, 26, practical 
jeweler, seeks connection with manufac- 
turing house, to call on the department 
store, the retail and rt trade in 
New York City. Address ‘‘X., 8775,”” care 
Jewelers’ Circular. 





WATCHMAKER, ENGRAVER, jewelry 
repairer, capable full charge; 18 years’ 
experience ; thoroughly competent ; 
American, Protestant; best references. 
— “B., 8700,’ care Jewelers’ Cir- 
cular. 





EXPERT WATCHMAKER wants job; 
plain engraver, jeweler, diamond setter ; 
$22 per week; married, age 38. ‘“Watch- 
maker,” General Delivery, Chester, S. C. 


ENGRAVER, first class monogram. in- 
scriptions and general lettering; best 
references. Walter Terry, 525 49th St., 
Brooklyn, N. Y 








CAPABLE SELLING in every branch, re- 
tail salesman, clean cut young man of 
unusual ability seeks position with 
future. Address “‘N. 8645,” care Jewelers’ 
Circular. 


WATCHMAKER, Swiss, 25 years’ ex- 
perience on ordinary and complicated 
watches, wishes position; best refer- 
ences. J. Wuilleumier, 320 E. 81st St., 
New York. 





A-1 WATCHMAKER and mechanic, 14 
years’ store experience, jewelry, optical 
work; all tools; anywhere; married; ref- 
erences; small salary. Ernest Vigliante, 
by . 32nd Ave., Jackson Heights, L. I., 





WATCHMAKER-SALESMAN, 20 years’ 
experience, factory, store and road, open 
for position first class house; can go 
anywhere; highest credentials. Address 
— 1404 Fairview Ave., Columbus, 

Oo. 








EXPERIENCED SALESMAN _ desires 
representative line for New York City; 
have out-of-town following; formerly 
connected with prominent concern. 
Henry Greenthal, 80 Woodruff Ave., 
Brooklyn, N. Y. 


BOOKKEEPER, STENOGRAPHDB: 
tire charge; efficient, reliable; ok 
years’ practical experience in Jewelry 
de ee SS Addresg Anna 
chear, ropse ve., lyn 
N. Y. Bensonhurst 6.7645 7 





anil 

BOOKKEEPER AND STENOGRAP 
thoroughly experienced in iswelry an 
diamond line, possessing initiative, ge 
sires responsible position; excellent ref. 
erences; moderate anlary. Address “y" 
8777," care Jewelers’ Circular. : 





ee 

Al WATCHMAKER and salesman 1 
yonsy experience, : wants inent 
Position; good estimator; best 
ences as to ability and honesty, “an 
dress “A., 8784,” care Jewelers’ Cir 
cular. 





| 

WATCH SALESMAN, well known ang a 
good business producer _with best con. 
nections in the Middle West, wishes to 
associate with a reliable importer, Ad- 
por “P., 8748,” care Jewelers’ Cir. 








EXPERT WATCHMAKER, jeweler, en. 
graver and diamond setter, wish 
permanent position; willing to go any. 
aa" —e 7 wale old: 14 

experience. 4 ; a 
Anniston, Ala. a 





WATCHMAKER, 29, German, 14 years’ 
experienced, eight years in the Unitel 
States; good mechanic, accurate, Te- 

worker; full set of tools; best 
references ; desires change. Address 

D., 8751,” care Jewelers’ Circular, 





DIAMOND BUNCH RINGS, mountings, 
etc., wanted by an energetic salesman 
of good reputation and a proven pro- 
ducer covering the Northern and Mid. 
dle Western States. Address “N., 8747,” 
care Jewelers’ Circular. 





CREDIT AND COLLECTION MAN open 
for position ; understand jewelry install- 
ment business thoroughly; good refer- 
ences; age 35, married; go anywhere. 
ed Taub, 10 Custer Place, Newark, 





BOOKKEEPER, STENOGRAPHER, pos- 
sessing initiative, and thoroughly expe 
rienced, desires responsible position; is 
acquainted with all branches 01 jewelry 
and diamond line. R. Kudler, 1 Chester 
Court, Brooklyn, N. Y. 





BOOKKEEPER, STENOGRAPHER, 
nine years’ experience, complete charge 
of offtce, controls, tria] balance; initia- 
tive; past six years with one concern; 
references. Address “A., 8770,” care 
Jewelers’ Circular. 





YOUNG. WATCHMAKER desires posi- 
tion with reliable store; nine years’ ex- 
perience; holder of certificate 
Horological Institute of America; best 
of references; now employed. Address 
“M., 8766,” care Jewelers’ Circular. 





CREDIT jewelry store manager, 12 years’ 
experience in collections, credits, sales 
advertising, window trimming; unques- 
tionable reference; chain store experi: 
ence. Address “‘C., 8701,’ care Jewelers’ 
Circular. 





MANAGER CREDIT STORE, real g0- 
getter; A-1 slaesman; original ideas of 
trimming windows; check credits, care 
of collections, write advertising, sales 
promoting and buyer; will go anywhere; 
fine references. Address “J., 8741,” care 
Jewelers’ Circular. 





CREDIT STORE MANAGER, 17 years’ 
experience, a real producer, past 11 
years store manager, with two leading 
chains in middle west and south; n 
appearance, age 34; best of references) 
will go anywhere. E. L. Potter, 222 
So. 47th St., Lincoln, Neb. 





WATCHMAKER, age 25, first class work- 
man; also light jewelry work; Bowman 
graduate, holder of H.I.A. certificate; 
industrious, neat appearance, excellent 
character; go anywhere, ess New 
England. Address “F., 719,” care 
Jewelers’ Circular. 
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Mrs. Gittel Dreicer 


Mrs. Gittel Dreicer, 4 E. 78th St., co- 
founder with her husband, the late Jacob 
Dreicer of the jewelry firm of Dreicer & 
Co., and mother of the late Michael Drei- 
cer, who was head of the business at his 
death in July, 1921, died on the evening 
of Dec. 6 at her residence in Lakewood, 
N. J., at the age of 89 years. 

She leaves three daughters, Mrs. Fran- 
ces D. Herzog, Miss Mary Dreicer and 
Mrs. Regina D. Strook and a grandson, 
Walter Dreicer, now in the jewelry busi- 
ness in New York. a“ 


George C. Hardesty 


LouisvitLE, Ky.—George C. Hardesty, 
70, in the jewelry and optical business for 
many years, died at 8.30 o’clock Sunday 
night, Dec. 4, in his home, 1057 South 
Preston St. He had been in poor health 
since last February. 

Mr. Hardesty was born and reared 
in Taylorsville, Spencer County, coming 
to Louisville about 25 years ago. He con- 
ducted his business, the Hardesty Optical 
and Jewelry Co., at 518 W. Walnut St. 
Nov. 15, 1931, Mr. and Mrs. Hardesty 
observed their golden wedding anniver- 
sary. He was a member of the Water- 
ford Baptist Church. 

Services were held at 2.30 o’clock Tues- 
day, Dec. 6, in the residence, with burial 
in Resthaven Cemetery. Surviving Mr. 
Hardesty are his widow, Mrs. Mattie 
Bennett Hardesty; two sons, Edgar G. 
and Simon W. Hardesty; seven daugh- 
ters, Mrs. H. L. Conrad, Mrs. Harry 
Harris, Mrs. C. J. Hawkins, Mrs. K. P. 
Blevens of Indianapolis, Mrs. J. C. Kel- 
ler, Miss Nora Hardesty and Miss Ora 
Hardesty; a brother, J. B. Hardesty, 
Taylorsville, and three grandchildren. 


William A. Sturgeon 


Detroir.—William Alfred Sturgeon 
died in Harper Hospital, Friday, Dec. 2. 
He was a well known and highly re- 
garded jeweler. 

Educated in the public schools of De- 
troit, in the middle 80’s he went into the 
jewelry business with M. S. Smith at 
Jefferson and Woodward Ave. Later he 
established the firm of W. A. Sturgeon 
& Co., with a store at Clifford St. and 
Woodward Ave. He retired from busi- 
ness in 1906. In the 20 years that he was 
engaged in the jewelry business, Mr. 
Sturgeon became famous for his knowl- 
edge of silver and the Sturgeon establish- 
ment had a special room for the display of 
silver. 

In 1890 Mr. Sturgeon married Miss 
Emma Frisbie, and is survived by his 
widow, a daughter, Mrs. James H. Has- 
lett of Birmingham and two grandchil- 
dren, Virginia and James William Has- 
lett. 

H. V. Bextel is now sales manager of 
the Excell Mfg. Co., Providence, manu- 
facturers of men’s Waldemars, sautoirs 
and neck chains. Mr. Bextel prior to his 
connection with Excell, had been manager 
of the Philadelphia office of the Art Metal 
Works of Newark. He also represented 
Excell in the Philadelphia territory. 
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Volume Without Profit 
(From Page 19) 


greatly increased their dollar profits. 

“Tt can confidently be stated that 
for almost any firm approximately 80 
per cent of its business comes from 20 
per cent of its customers. Most of the 
other 80 per cent of the customers 
are usually unprofitable * * * 
The loss either must come out of the 
firm’s own profit or must be offset 
by a higher margin on their whole 
business than would otherwise be 
necessary.” 

As THE JEWELERS’ CIRCULAR has 
pointed out time and time again, the 
purpose of business is profit. Volume 
is important only when profits can 
be increased thereby. The imaginary 
picture of volume business has been 
the will-’o-the-wisp that has put many 
retailers, wholesalers and manufac- 
turers on the rocks even in good times; 
how much more dangerous is it in 
times like these. 

Every effort to increase sales should 
be encouraged by both manufacturer 
and distributor, but the wise man is 
he who will see that no steps be taken 
to increase volume until he is sure 
that there will be an increase in the 
profit that results. 
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The Great World Fair at Leipzig 


The Leipzig Trade Fair will be held 
on regular schedule, attracting exhibitors 
and buyers from all parts of the world, 
as it has for seven centuries. The Spring 
Fair, which will be five times the size of 
any pre-war Fair, comprising exhibits 
from 32 countries and buyers from twice 
as many lands, will be held from March 
5 to 12. 

By regrouping and centralizing the ex- 
hibits, visiting buyers will be enabled to 
inspect the newest products of the lead- 
ing producing countries of the world in 
a few days. It is assured that the Fair 
will be attended by about 150,000 buyers 
and will include over 8000 exhibits. 

The Trans-Atlantic steamship lines 
have announced unusually low rates 
which will increase the number of visi- 
tors to the Fair. The plan of offering 
free trips to Leipzig and return, based 
upon a refund proportionate to purchases, 
which proved so popular last year, will 
be repeated. Detailed information con- 
cerning the Fair is to be obtained from 
the Leipzig Trade Fair, Inc., 10 E. 40th 
St.. New York. 





Prices of Silver Bars 


@.. S. 
Government New 
London Assay Sell- York 


Date Official ing Price Official 
Dec. 1 17%6 27% 25% 
Dec. 5 17%6 27% 25% 
Dec. 10 17%e6 27% 25% 
Dec. 15 176 27% 25% 
Dec. 19 17 27% 25% 
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Says Wallace Thomp- 
son’s bulletin on gen- 
eral conditions: 


This is about our job, 
and yours with us—ad- 
vertising. It is too good 
a line not to be passed 
on, even in this Bulletin. 
Sir Thomas Lipton 
quoted it. The words 
came from William E. 
Gladstone, England’s 
“Grand Old Man” of 
the Victorian era. Sir 
Thomas heard Glad- 
stone say the following 
in an address in Glas- 
gow and took it for his 
text in business: 


“Advertising is to 
business what steam 
is to industry—the 
sole propelling pow- 
er. Nothing except 
the mint can make 
money without ad- 
vertising.”’ 



































The Jewelers’ 


> 


The Mouthpiece 
of Industry 


Crreula 


New methods, new practices, new equip- 
ment, new ideas that affect your particular 
business are brought you regularly through 
the columns of The Jewelers’ Circular. 
Here pass in review the experiences of 
others whose interests are the same as 
yours. Itis a common meeting place where 
trained men discuss problems that are vital 


to you. 


On its advertising pages you read the mes- 
sages of manufacturers who have your 
problems at heart, who are interested in 
giving you new improved methods that 


will increase efficiency, sales and profits. 


Advertisements of such progressive mer- 
chants are found in this publication. Keep 
informed of the best methods and latest 
developments to improve your business by 
regularly reading these advertisements. 
This is a service rendered continuously 


and free of charge for your benefit. 


Copyright 1932, Rogers & Gano Advertising Agency of Texas 
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